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DEPENDABLE PERFORMANCE 








Bigger Buyers 


One way to have more bigger 
buyers among your policyholders 
is to have more business insurance 


cases. 


Designed to aid Connecticut 
Mutual fieldmen in the field of 
business insurance is the Com- 
pany's new 22-page illustrated 
booklet, 
Life Insurance to the Close Cor- 


"The Value of Business 


poration." 


Another Connecticut Mutual 
sales help designed not only to 
“help the salesman sell,” but 
also to “help the prospect buy.” 
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LIFE ENSURANCE COMPANY: HARTFORD 
PASE ONE RR 








HE EMBLEM ofa strong, enduring life 
_ insurance company which for 73 years has ad- 


i. Well directed and soundly ‘managed, the pro- 
tection the Equitable of Iowa provides to purr: 
holders and their families i is 


Outstanding . an Standard of Comparison : 
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Nearly. $300 A Month 


was made last year by a general agent on an 
agency paid production of $124,140. Earnings 
on his own personal business were $2458.80, an 
additional $1045 coming from his general agent’s 


contract. The agency is seven years old. 


General agency openings in California, Oregon, 
Washington, Idaho, Montana, Utah and Wyom- 


ing. Look up our financial statement. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 
HELENA MONTANA 
R. B. RICHARDSON Assets $14,903,973 LEE CANNON 


President Surplus $2,350,000 Agency Vice President 
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Fraternalists Hold 
Big Gathering of 
Year af Baltimore 


Persistency of Business Is 
Major Topic at N. F. C. 
Convention 


By DALE R. SCHILLING 


BALTIMORE—The future of fra- 
ternal benefit life insurance lies in the 
true social security which it can and 
will provide to the people, A. O. Benz, 
president Aid Association for Lutherans, 
declared in his acceptance address fol- 
lowing his election as president of the 
National Fraternal Congress at its an- 
nual convention here. The societies, he 
said, are aware of their opportunities 
and their responsibilities. 

“We are living in an era when life 
insurance will be called upon to solve 
problems that never confronted it be- 
fore,’ he said. “These problems can 
better be solved by taking the public 
into our confidence in our honest dif- 
ficulties as well as endeavors, than by 
trying to build up confidence in our per- 
fection. 

“America’s future is more promising 
than its past. The time has not ar- 
rived for standing still. Our country 
is still a fertile field for new industries 
and new products, for skill and new 
methods. We are living in an era of a 
new kind of pioneering, which is an 
altered way of achieving ‘more abun- 
dant life,’ not upon exploitation of free 
wealth, but on a basis of cooperative 
creative effort. 


Sees New Age Dawning 


“To those who have a true appre- 
ciation of America—of what our coun- 
try stands for, what her spirit is, what 
she embodies and exemplifies the signs 
ot the times are indeed propitious. 
Thus, despite the suffering and misery 
on all sides, a new spiritual and cul- 
tural and industrial age is now dawn- 
ing, in which there will be a far more 
sincere participation in the real things 
of life than before. We are facing the 
brightest future of any generation in 
the history of our country, despite any 
governmental or political interference 
with private enterprise, of which greater 
Prosperity the institution of legal re- 
serve fraternal life insurance will get 
Its share. In entering this new era we 
should be prepared to render even 
greater service to the home and the 
families of the country than before. 
To be able thus better to serve Amer- 
ica, the member societies of the con- 
gress are challenged to herald the 
true purpose of their existence and the 
incalculable contributions they are mak- 
ing to the true social security of the 
nation.” 7 
Greetings were extended by Governor 
O’Conor of Maryland, Commissioners 
Gontrum, Maryland; Blackall, Connecti- 

(CONTINUED ON PAGE 18) 


National Guard Bill 
mits Premium Stay 


Brevity of Service Period 
Held Reason for Not Fol- 
lowing 1918 Act 


WASHINGTON.—The final draft of 
the bill giving the President authority 
to call out the National Guard, while 
embodying a number of provisions of 
the soldiers and sailors relief act of 
1918, specifically excludes the entire 
article relating to insurance. The 1918 
law gave service men a moratorium on 
the payment of their life insurance pre- 
miums while they were in service and 
for a limited period thereafter. 

The measure is now awaiting Presi- 
dent Roosevelt’s signature. 

Omission of the insurance provision 
is believed due to the fact that the bill 
limits the President’s power to call out 
the National Guard in peacetime to a 
period ending in June, 1942, and no 
member may be kept in service for more 
than 12 months. Apparently the bill’s 
drafters felt that for so short a period 
it would not be worth while to intro- 
duce the complications that a premium 
moratorium would involve. 

Dropping of the 1918 insurance pro- 
visions does not rule out the likelihood 
that the insurance provisions in virtu- 
ally the same form as 1918 will be 
brought up to date and reenacted either 
as a separate measure applying to all 
men in service or as part of the com- 
pulsory military training bill. 


Retiring Requirement Changed 


A feature of the final version of the 
National Guard bill which technically at 
least affects the life companies is a 
change in the method by which employ- 
ers are required to take back former 
employes who have been in military 
service. First drafts of the National 
Guard bill provided that if a former em- 
ploye applied for his old job and had a 
certificate of military service, the em- 
ployer would be guilty of an unfair la- 
bor practice if he failed to take him 
back. 

The final draft says nothing about la- 
bor practices but provides that if a 
former employe, except those who are 
in temporary employment (less than a 
year) applies for his job, the employer 
must give it to him or a position of like 
seniority status and pay. 


Has Federal Attorney’s Services 


If the employer refuses, the federal 
district attorney is to act as the for- 
mer employe’s lawyer, endeavoring to 
arrange his reinstatement amicably if 
possible, and if not, to institute pro- 
ceedings in the federal district court, and 
ask for a court order for the former 
employe’s reinstatement. 

The law is not entirely arbitrary on 
the reinstatement of the former em- 
ployes since exceptions may be made in 
cases where conditions have changed so 
as to make it impossible or unreasonable 
to reinstate. The former employe must 
make application for his old job within 
40 days after leaving military service. 

The May bill (H.R. 10338) which it 
is now believed will be enacted as part 


Air Lines Seek End 
of Aviation Curbs 


Backed by Equitable’s 
Move, Operators Address 
Campaign to All Insurers 


Encouraged by the recent action of 
the Equitable Society in removing all re- 
strictions against travel on scheduled 
flying, airline operators have begun a 
campaign to convince other life com- 
panies of the wisdom of taking a similar 
step. The Air Transport Association is 
writing to each lite company president, 
calling attention to the Equitable’s re- 
cent action and asking what his com- 
pany’s practice is or will be on scheduled 
tlying. 

The airlines are also asking the life 
companies about their attitude on cour- 
tesy flights and charter trips. The lines 
have just completed 16 months of sched- 
uled flying without a passenger fatality, 
a record for any form of transportation. 
The record for courtesy and charter 
flight runs even longer, being about 
three years. This record applies to 
courtesy and charter trips operated by 
the regular airlines. Although the three- 
year non-fatality record is impressive, it 
must be borne in mind that the volume 
of this type of traffic, while substantial, 
does not approach that of scheduled fly- 
ing. 

While the chance that the average 
individual will go on a courtesy or char- 
ter flight is small compared to a sched- 
uled flight, the airlines would like to 
make it possible for passengers to go 
on these flights with the same lack of 
life insurance restrictions as apply to 
scheduled flying. Many companies do 
not exclude air travel over scheduled 
airlines from double indemnity coverage. 
However, the airline officials feel that 
with the good safety record of courtesy 
and charter flying there is no reason to 
discriminate against these types of flying 
in the issuance of double indemnity. 


Will Stick to Old Basis 


TORONTO—The present is not an 
opportune time for changing the basic 
principles on which securities are valued 
for annual statement purposes of insur- 
ance companies. Such is the opinion 
expressed in the report of the standing 
committee on the valuation of securities 
of the Association of Superintendents of 
Insurance of the Provinces of Canada. 
This opinion was given as a result of 
existing war conditions. 

After making a thorough study of ex- 
isting conditions, and taking into con- 
sideration reports from the National As- 
sociation of Insurance Commissioners, 
Georges LaFrance, superintendent of in- 
surance for Quebec, and chairman of 
the committee, has submitted to the 
Association of Insurance Superintend- 
ents for adoption the basis of valuation 
for securities in the annual statements 
of insurance companies and societies filed 
with the provinces of Canada as of De- 
cember 31, 1940. 








of the compulsory military training bill 
rather than a separate law, is practically 
identical with the 1918 soldiers and sail- 
ors relief act. 


Paul vs. Virginia 


Decision Is Set 
Aside by NLRB 


Declares in John Hancock 
Case That Insurance Is 
Commerce 


NEW YORK—Naturally insurance 
men are scanning with concern the de- 
cision of the National Labor Relations 
Board which has set aside the United 
States Supreme Court decision in Paul 
vs. Virginia which declared that insur- 
ance is not commerce, by issuing an 
order finding that the John Hancock 
Mutual Life is engaged in interstate 
commerce within the meaning of the 
law. This decision of the NLRB seems 
to indicate what has seemed to be a 
definite trend in Washington toward 
federal supervision of insurance. a 

In the John Hancock Mutual Life 
case the St. Louis office of the NLRB 
was ordered from Washington head- 
quarters to supervise an election of its 
industrial life agents in the East St. 
Louis office and determine whether they 
wished to be represented by the Ameri- 
can Federation of Industrial & Ordinary 
Agents Union, No. 21571, American 
Federation of Labor. 


Final Order is Given 


The local union has been endeavoring 
for a long time to get the agents to 
unionize so that they could come under 
its control. Mass picketing has started 
in order to bring influence to bear on 
the agents. At times there were 100 
agents picketing the entrance to the 
John Hancock Mutual office at 417 Mis- 
souri Ave. Chairman J. W. Madden and 
two other members of the NLRB signed 
the order demanding that an election be 
held within 30 days. A similar order 
was sent to the John Hancock Mutual 
branch office at Hoboken, N. J. The 
John Hancock Mutual objected to the 
action of the NLRB but it over- 
ruled the company, finding that the com- 
pany is engaged in interstate commerce. 

Previous labor relations disputes be- 
tween life companies and agents have 
come before state labor relations boards. 
The St. Louis case is the first in which 
the NLRB has issued a ruling. 


Twenty-two Companies Join 
Institute, Total Now 99 


Twenty-two additional life companies 
have joined the Institute of Life Insur- 
ance in 1940, bringing the total member- 
ship to 99, President Holgar J. Johnson 
states. The member companies repre- 
sent about 62 percent of the life insur- 
ance in force in this country, with home 
offices in 34 states, the District of Colum- 
bia and ‘Canada, and with policyholders 
in every state of the Union. 

“As the Institute’s primary objective 
is to find out those things in which the 

(CONTINUED ON PAGE 9) 
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Fraternals Lay Plans for 
Better Public Relations 


National Frater- 
relations program 


Amplification of the 
nal Congress public 
was recommended by the public rela- 
tions committee, headed by Farrar New- 
berry, secretary Woodmen of the World, 
Omaha, in his report in the general ses- 
sion Wednesday morning at the annual 
meeting in Baltimore. 


The committee suggested periodical 
meetings be held by society officials 
with home office employes so a more 


fraternal objec- 


thorough knowledge of 
In some larger 


tives could be inculcated. 


organizations, the committee said, such 
meetings can be most successfully con- 


ducted by calling in department ‘heads, 
outlining to them the values of the in- 
surance and the many services, and then 
having them hold 30 minute sessions ot 
their department personnel in the form 
of informal discussions and question 
and answer periods. 


Better Field Training Needed 


“Perhaps the most essential of all 
public relations measures is the proper 
training of those who represent us m 
the field,’ the report stated. “Character 
and ele wi are first essentials; ap- 
pearance and approach would seem to 
be close seconds. The field representa- 
tive who is an old time fraternalist, and 

hat alone, is woefully inadequate to the 
sack of selling our bill of ay and the 
man or woman skilled only in insurance 
technique cannot make the public fully 
cognizant of our complete services. The 
duties of the field representative are 
manifold and his training tedious and 
expensive, but in the great objective of 
placing our cause favorably before the 
American public, he is the most impor- 
tant cog in our machine. ; 

“But an intelligent, resourceful, mili- 
tant field force is not enough. In every 
state, in every county, in every town in 
America, there is some kind of frater- 
nal life insurance lodge. That lodge it- 
self is thought by some to present our 
finest opportunity to build effective pub- 
lic relations.” 

The committee said the public impres- 
sion of the fraternal gained 
from the appearance and conduct of the 
local lodges. Therefore, the greatest 
care in selection of local collectors and 
other lodge officials, so that they may 
be — of standing in the community, 
should be exercised. 


Farrell’s Work Is Praised 


system is 


; 
ith 
th 


Foster F. Farrell, executive secre- 
tary-manager N. F. C., was praised for 
; with nearly all the 
society officials and 


his successful contact 


state com! nissione rs, 








other insurance leaders in the country, 
and for his effectiveness in correcting 
erroneous statements relating to fra- 

insurance that appear oOccasion- 


ternal 
lly in the 
gmmended Mr. Farrell 
to member societies a list of public h- 
found willing 


press. ‘The committee rec- 
prepare and send 





braries which have been 
to accept for tl 1eir read ing rooms copies 
publications, and that 


aries on their 


societies’ 
place these libr 
regular mailings. 

It also recommended member socie- 
ties periodically send brief accounts of 
utstanding fraternal achievements to 


of the 
societies 


ists tor 


t e N. F. C. executive office where items 
nay be prepared with human interest 
cae to be released to national wire 
services, newspapers and other news 
agencies. Member society officials were 
urged to cultivate the acquaintance of 
newspapermen in! their communities, 
who, the committee said, are usually 
found willing to print accounts of socie- 
ties’ activities which have news interest. 


Medical Magazines Interested 


The “Journal” of the American Medi- 
cal Association and various state medi- 
cal journals, the committee said, would 
be glad to print stories of the free hospi- 
talization and the care of the aged and 
orphans by fraternal societies, and it 


Was recommended such articles be pre- 
pared under supervision of the Chicago 
office and submitted to the editors of 
these and similar magazines. 

In the period of military preparedness 
the committee stated, the societies’ mili- 


tary adjuncts should be publicized in 
every practical way, such as the field 
days and encampments of degree teams. 


It was urged that all state fraternal con- 
gresses hold frequent meetings and take 
practical step to improve public 


every 
relations. Monthly or weekly luncheons 
were suggested. Another suggestion 


was the preparation of a movie telling 
the story of fraternal life insurance sim- 
ilar to the Institute of Life Insurance 
films. The committee did not recom- 
mend the purchase of such a picture at 
this time, but suggested the matter be 
given careful study. 


Radio Most Important Medium 


Finally the radio is an important 
means of communication and publicity, 
the committee stated, and stations may 
be found willing to furnish their facili- 
ties free of charge to carry news items 
and human interest stories about frater- 
nalism when their time is not taken with 
commercial programs. Several socie- 
ties own and operate their own stations, 


while others regularly use time on the 
air. Upon occasion, as many as 100 
stations have carried a special fraternal 
exercise as a sustaining program, with 
about 40,000,000 listeners. Station 
WFBR, Baltimore, gave time during 
several davs this week to speakers 
sponsored by the N. F. C. 


Reports on Welfare Work 


It is impossible to estimate the true 
value of the general welfare work of 
fraternal societies in this country, N. J. 
Williams, president Equitable Reserve, 
Neenah, Wis., chairman committee on 
general welfare, stated in his report. In 
addition to the life insurance protection 
of more than $6,600,000,000 modern le- 
gal reserve pockets supported by 
more than $1,33 1,000,000 assets, the re- 
port stated, the “societies are Carrying on 
a great variety of welfare activity, main- 
taining homes for the aged, sick and or- 
phans. In 1939, the societies paid out 
in benefits to beneficiaries and policy- 
holders more than $121,460,000. Twenty- 

(CONTINUED ON PAGE 16) 


New N. F. C. Head Is 
Exponent of Modern 
Selling Methods 


Alex O. Benz, president Aid Associ- 
ation for Lutherans, Appleton, Wis., 
who was elected president of the National 
Fraternal Congress at the annual meeting 
held this week in Baltimore, is the pro- 

















A. O. BENZ 


gressive head of the society which since 
1930 has increased its total insurance 
in force from $97,000,000 to $206,000,000, 
and its assets from $9,323,886 at the end 
of 1929 to $34,721,097 on July 1 this year. 
This growth has been made entirely 
Within the depression period. 


Now Sell to Fill Needs 


It is largely attributable to the devel- 
opment and training of a competent 
agency staff, a project which was initi- 
ated about 10 years ago. At that time 
Aid Association began impressing the 
field representatives with the impor- 
tance of their work, not merely as sales 
representatives, but as professional men. 
The agents were trained in the thought 
that a satisfactory sale was the result 
only of having rendered the greatest de- 
gree of service without thought of per- 
sonal gain, and that the sale was not 
completed merely upon delivery of the 





Executive committee of National Fraternal Congress in session at Baltimore 
annual meeting: (left to right) seated—Alex O. Benz, Appleton, Wis., president Aid 
Association for Lutherans, N. F. C. vice-president; Miss Frances D. Partridge, secre- 
tary Woman's Benefit, Port Huron, Mich., N. F. C. president; C. L. Biggs, recorder 
Maccabees, Detroit, past president N. F. C.; standing—Foster F. Farrell, executive 
secretary-manager; Thomas R. Heaney, high secretary Catholic Order of Foresters, 


Chicago, who was “drafted” 


for vice-president; O. E. Aleshire, president, Modern 


Woodmen, Rock Island, Ill., president N. F. C. presidents section; Norton J. Williams, 


president Equitable Reserve, Neenah, Wis. 
Other missing member J. V. Abrahams, Security 


Union, Munhall, Pa., absent. 
Benefit, who died recently. 


J. P. Sekerak, president Greek Catholic 


Financing Debated 
by Fraternals in 
Baltimore Rally 


Field Managers Associa- 
tion Also Studies Recruit- 
ing, Training 


BALTIMORE 
are closely studying the subject of fi- 
nancing field workers and are seeking 
some basis which will prove practicable 
from the head office viewpoint and also 
will not act as a crutch to the salesmen 
and cause them to lose initiative and 
ambition, it was evident in the Balti- 
more meeting of the Fraternal Field 
Managers Association held Monday be- 
fore the opening of the National Fra- 
ternal Congress annual convention there. 

N. K. Neprud, Lutheran Brother! 100d, 


Fraternal societies 





Minneapolis, formally presented the 
(CONTINUED ON PAGE 16) 
certificate to a new member but the 


service began at that point. 

Aid Association inculcated in its 
salesmen the idea that the sale is not 
Satistactory unless the certificate has 
been sold intelligently from the view- 
point of human needs and life situations, 
and the agents have been induced to call 
subsequently at regular intervals on the 
members that they sell with the objec- 


tive of giving further service as the 
needs or situations may demand. 
In furtherance of this idea, Aid Asso- 


ciation about two years ago. established 
a sales educational department, more 
effectively to train field men to be bettet 


able to diagnose needs. All full time 
and general agents are required to study 
and complete the fraternal sales train- 
ing course and subsequently after hav- 


ing produced $100,000 new business 
within any 12 month period to underg 
an examination for the F. I. C. (Fra- 
ternal Insurance Counsellor) degree. To 
date 116 of the field men have received 
certificates for completion of the course 
and 72 have successfully passed the F. 
I. C. examination. 

Formerly Was an Educator 


Mr. Benz, a native of Wisconsin, at- 
tended Northwestern University at Wa- 
tertown, Wis., and was g raduated from 
the normakt department ‘of Dr. Martia 
Luther College, New Ulm, Minn. He 
was employed as a teacher for a number 
of years in public and parochial schools 
of Wisconsin. 

Then for 12 years he was treasurer of 
one of the leading wholesale grocery 
and importing businesses in Wisconsin, 
being successively office, credit and sales 
manager and then general manager. He 
was identified with many state and civic 
enterprises. 

Mr. Benz was elected a director of Aid 
Association in 1912 and became vice- 
president in 1926. Three years later he 
became an active vice-president in the 
home office, editing the ‘Correspon- 
dent,” the association’s official organ, and 
managing the claim department. In 1930 
he also was appointed sales manager in 
charge of the field work, and was ele- 
vated to president in 1934. 


Sponsors Field Training Idea 


Mr. Benz has been one of the power- 
ful factors in the N. F. C. for a - umber 
of years, having been vice- -president for 
the last year and before that, active m 
important committees. He is especially 
interested in education and training of 
field men and is one of the backers of 
the Fraternal Field Managers Associa- 
tion which was formed several vea‘s 
ago to stimulate this activity. 
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Provident L. & A. 
Agents Brought 
Together in N. Y. 


Complete Protection Pro- 
gram Announced at Con- 
vention—See Record Year 


NEW YORK—At 


the 


the agency con- 
Provident Life & 
Maclellan an- 


“complete protection” 


vention here of 
Accident, 
nounced a 
gram embracing combinations of life and 


Vice-president 
pro 
accident and health insurance. Three 
new policies are offered which will be 
sold with life 
surance. James E. Powell, 


dent accident department, gave an analy- 


only in» conjunction in- 


vice-presi- 


sis of the new program which is to be 
known as “Circle of Security.” 

The first plan is known as the “non- 
cancellable disability policy.” It is non- 
cancellable and guaranteed renewable to 
age 65. This plan may be combined 
with any life plan issued by the com- 
pany except temporary term and single 
premium business. It is sold to men 
only and provides accident indemnity of 
from $50 to $200 a month for as long 
as two years; sickness from $50 to $200, 
starting on the 15th day and continuing 
for 12 months; hospitalization for three 
months for any one illness up to $150 
a month. When combined with a life 
income policy with double indemnity 
and waiver of premium it provides not 
only for loss of income due to disability 
and life insurance, but a retirement fund 
for later years. Premiums on the en- 
tire plan are waived during the period 
of permanent and total disability in 

cordance with the policy terms. 


“Complete Indemnity” Plan 


Second in the series is known as the 
“complete indemnity” plan, which is of- 
fered to both employed men and women. 
Sickness indemnity starts on the eighth 
day and continues for as long as one 
year. The other features are similar to 
the non-cancellable disability policy 
peg that hospital indemnity is limited 
to $100 a month for women, and waiver 
of premium is not included on the acci- 
dent and health portion of the premium. 

The third in the series is the “com- 
plete accident” plan combined with life 
insurance to provide various indemnities. 
These include monthly indemnity from 
first day, as long as four vears, for acci- 
dent total disability, with two-fifths 
partial for six months, reimbursement 
for doctor’s bills for non-disabfing in- 
juries (not to exceed seven days indem- 
nity); hospital indemnity or nurses’ fees, 
one- -half monthly indemnity additional 
for two months, and surgical operations 
according to schedule. 

If preferred, the policyholder may 
elect the medical reimbursement cover- 
age which is added to the policy by en- 
dorsement, and pays all medical, sur- 
gical and hospital expense up to $500 to 
$2,000. It also provides air travel 
coverage. 

Agency Manager Sam E. 
scribed the sales opportunities offered by 
this new program and displayed sales 
folders prepared for use by the agents. 
A proposal card is enclosed with the 
folder for the purpose of working up a 
program showing the amount of protec- 
tion and the definite rates. 

At the opening business session Vice- 
president Maclellan reported that- the 
Insurance in force is now $142,045,502, 
an increase of $23.117,456 since Jan. 1, 
1939. During the first seven months in- 
surance in force has increased $7,627,000 
and in the same period there is a gain 
Or more than 17 percent over the first 

(CONTINUED ON PAGE 18) 


Miles de- 


Wings Sprouting 








JULIAN 


PRICE 


Julian Price, president of the Jeffer- 
son Standard Life, who is one of the 
foremost directors of the American Life 
Convention and is senior in service, ac- 
cording to all omens will be elected head 
of the organization at the annual meet- 
ing. The oracles have been reached and 
all the utterances from those shadowy 
seats predict Mr. Price’s election. 

There will be two vacancies on the ex- 
ecutive committee to fill at the meeting 
in Edgewater Beach Hotel in Chicago. 
Mr. Price is being elevated to the presi- 
dency, which leaves a vacancy and, 
according to precedent, the retiring pres- 
ident C. A. Craig, chairman National 
Life & Accident, Nashville, will be 
given a seat on the committee. H. R. 
Wilson, vice-president American United 


Program Complete 
for Annual Muster 


Schedule of Events for 
Federation of Insurance 
Counsel Conclave 


John A. Millener, secretary-treasurer 
Federation of Insurance Counsel, an- 
nounces the completed program for the 
annual meeting to be held at Hotel 
Traymore, Atlantic City, N. J., Sept. 5-7. 
Scott Fitzhugh of Memphis is president, 
he being counsel for the Columbian Mu- 


tual Life. R. H. Matthias of the law 
firm of Ekern & Meyers, Chicago, will 
speak on “The Progress of Accident 


and Health Insurance.” R. F. Wagner, 
Jr.. New York attorney and member of 
the New York legislature, will speak on 
“The Outlook for Reform in the Med- 
ical Field.” R. D. Bartlett of the law 
firm of Bartlett, Poe & Claggett, Balti- 
more, will speak on “Malpractice Suits 
and Their Defense.” Assistant General 
Counsel R. L. Hogg, Association of Life 
Insurance Presidents, New York, has as 
his subject “Status of Insurance Agents 
Under Unemployment Compensation 
Acts.” L. W. Dawson, vice-president 
and general counsel of the Mutual 
Life of New York, will speak on “The 
Relation of Home Office Counsel to Life 
Insurance Litigation.” 


Entertainment Features 


Mr. Wagner is a son of United States 
Senator Wagner of New York and is 
one of the strongest proponents of state 
health insurance. 

(CONTINUED ON LAST PAGE) 


Life, has been on the committee for two 
years and therefore someone will be 
chosen in his stead. 








WILLIAM H. KINGSLEY 
Chairman of tne Board 


| UALITY 


The old Academy of Music in Philadelphia has always 
been famous for its acoustics. 
the quality is thought to be better than ever, for experts on 
such mysteries have a theory that the trained voices 
tions of great opera singers, and the music of splendid orches- 
tras, using the walls as sounding boards. mellow the acoustic 
properties of the hall in much the same 


a Stradivarius violin is improved by 


It is in this Academy of Music that the main sessions of 
the annual convention will be held by the National Associa- 


tion of Life Underwriters in September. 


This being the 51st of these conferences, 
the meetings will have the background of a half century of 
i harmonious purpose to improve the institution of life insur- | 


ance, plus the year’s crescendo od thought. 


Come to the convention and tune up. 


rehearse with the orchestra and play the march of progress. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


And now, in its 83rd year, 


of genera- 


yay that the tone of 


age. 


“the tone” of 


Every man should 


JOHN A. STEVENSON 
President 














Astute Timing 
Marks Release of 
SEC-WPA Study 


Issued on Heels of 
Statement 155 Companies 
Filed with TNEC 


a 


WASHINGTON — Designated as 


factual and objective study,” the 














long delayed report which the Securities 
and lange Commission, with WPA 
aid, > of 2,132 families in the greater 
Boston s finally made its ap 
pearance \s might have been expected 
from the n industrial insur- 
ance which the SEC presented at the 
I'NEC hearings, the Boston report stu- 
diously avoids mentioning anything 
which might be interpreted as favorable 


to industr 






1 l insurance. 
; WI ther by intention or 
the timing of the ; 

was such as to 


otherwise, 
publicity on the 
ylanket the imy 








Dut less ensational statement filed 
155 lite companies with the TNEC 

"T'’ hae +h “a oS . . és . 

That the SEC is far from eInz 
through with the industrial side of the 
Dusiness, however, may be inferred from 
the final paragraph of the report on t 
Boston survey which States that “the 
commissions final conclusions must 


await publication of its overall report on 
the life insurance and that “the 
report, which is to be released later, will 

elate the material made available by the 
survey with other facts developed in the 
course of the hearings before the com- 
mittee, including the testimony concern- 
ing lapses and agency practices.” 


study,” I 


SEC Picks “Significant” Points 


In its lengthy publicity release the 
SE C picks out the following points as 
being among the significant facts re- 
vealed by the study: 

There were 2,132 
persons enumerated. Of this number, 
1,666 families carried insurance on the 
lives of 6,050 individuals and had an ag- 
gregate annual income of $2,555,000 and 
spent $125,000 or 4.92 percent of it for 
$4,069,000 of life insurance. 

Out of each 100 families 78 were car- 
rying life insurance and out of each 100 
people 66 had life insurance. In fami- 
lies with insurance 83 out 100 men, 
women and children were insured, while 
92 out of 100 families now hold or fox- 
merly had life insurance. Of those fam- 
ilies now uninsured, 64 out of 100 pre- 
viously had carried life insurance. Out 
ot every 100 families of those enumer- 
ated, 33 were on relief and 25 out of 
every 100 insured families were on re- 
lief; 60 out of each 100 relief families 
carried insurance. 


families and 9,053 


Average Insurance $683 


The amount of insurance carried on 
the average insured person was $683. 
Out of each 100 insured families 88 held 
some industrial insurance and 42 out 
of 100 held only industrial insurance. 
Industrial insurance amounted to 49.6 
per cent of all insurance in force and ac- 
counted for 64 percent of all premiums 
paid. 

The lower the economic 
famMy the greater was its dependence 
upon industrial insurance. The lower 
the economic status of the family the 
greater the proportion of family income 
paid for life insurance premiums. 

A little less than 10 percent of the in- 
dustrial policies had been in force less 
than one year; 49.2 percent less than 
five years. Industrial policies in force 
for 10 years or more accounted for 27.2 
percent of the total. In the families with 
industrial insurance exclusivelv. rela- 

(CONTINUED ON LAST PAGE) 


status of the 








ines Offices 
and Conscription 


Employment Situation Will 
Be Complicated by 
Compulsory Service 


Managers of insurance offices are 
greatly interested in the probable effect 
of the military conscription act applying 
to young men between ages 21 and 31, 
inclusive. The first call naturally will 
be upon those that are not married or 
have no dependents and are in good 
physical condition. Under the act, em- 
ployers are obliged to restore these men 
to their former organizations and can- 
not discharge any one within the next 


vear except for cause. Many of the 
managers of insurance offices contend 
that the conscription age should be be- 


tween 16 and 23 in order to cause the 
least embarrassment and inconvenience. 
Age 16 would catch young men just 
leaving high school and age 22 and : 
would get a large number just out of 
college. 

The argument is that under the pro- 
posed age period not only will the men 
themselves be greatly handicapped but 
their offices will be disarranged. Many 
young men from age 25 or so are be- 
ginning to step up and hold more re- 
sponsible positions. If they are with- 
drawn from their daily work and taken 
into military service, they may lose en- 
tirely the chance for advancement that 
they had before. Therefore, insurance 
managers suggest that Congress should 
take cognizance of these primary age 
factors that are very vital. 

Offices are being placed in the posi- 
tion of not desiring to employ young 
men of military eligibility ages. There- 
fore, these young men will find them- 
selves in a larger group of the unem- 
ployment class. By the time young men 
have gotten beyond age 25 they are 
fairly well adjusted in their work and 
on the road to better salaty and im- 
proved situation. The conscription act, 
therefore, will disarrange the promotion 
system and will have a very material ef- 
fect on employment policy. 

The question arises in the minds of 
these young men as to what their sit- 
uation will ‘be on their return from mil- 
itary service. Their jobs will have been 
filled and it is not likely that they can 
be in line where they were. The whole 
situation, according to many managers 
in the insurance offices, should be thor- 
oughly canvassed and much more atten- 
to the age situation be- 


tion be given 
fore compulsory military training is 
adopted. 

Life companies in the United States 


already studying the problem of 
paying employes who are called into 
military service. One company makes 
it a policy to pay the difference between 
the army pay and the salary the em- 
ploye would receive ordinarily. This is 
the practice in England. Some grant 
more or less extended vacations with 
pay for national guardsmen but the 
practices are far from uniform. 


are 


G. A. Harper to Address “Ad” Men 


The program for the annual meeting 
of the Life Advertisers Association, in 
Washington Oct. 14-16 is nearing com- 
pletion. The relationship between the 
advertising and agency departments will 
be emphasized. K. R. Miller, manager 
of agencies for Atlantic Life, is program 
chairman. 

An additional speaker announced this 
week is George A. Harper, assistant 
superintendent of agencies for Bankers 
Life of Des Moines, on “Keeping the 
Power in Man Power.” 

More agency men are down for a 
part on the program in the form of a 
panel discussion with three well known 
Cc. L. U. field men of Washington, 1 
which the field men will be given op- 
portunity to air their views. L. J. Evans, 
assistant superintendent of agencies 
Northwestern Mutual Life; Fred Fisher, 
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i ocatdaaiin ania’ Put 
Forth for National Honors 








ROY RAY ROBERTS 


_ Roy Ray Roberts, who is being put 
forward by the Los Angeles insurance 
interests as a candidate for trustee of 
the National Association of Life Under- 
writers succeeding John W. Yates, has 
been in the life insurance business since 
1915. He was born at Sanborn, Ia., in 
1887, and graduated from Grinnell Col- 
lege in Iowa in 1910. After a few years 
in the casualty business in Salt Lake 
City he became manager for Continental 
Life of Salt Lake and in 1917 went with 
Mutual Benefit Life. In 1921 he moved 
to Los Angeles, continuing with Mutual 
3enefit and in 1925 he became associate 
general agent for Massachusetts Mutual 
Life. In 1929 he went with State Mu- 
tual Life as general agent for southern 
California. He has had several million 
dollar years in personal production. He 
served as vice-president of the Life Un- 
derwriters Association of Los Angeles 
and as president of the Life Managers 
Association. He came into special prom- 
inence because of his work as chairman 
of the education committee of the cham- 
ber of commerce and of the Los Angeles 
Life Underwriters Association. In 1939, 
the state education committee under 
Mr. Roberts raised $7,500 to establish 


life insurance in the consumers’ educa- 
tion movement. Some 7,500 state teach- 
ers have been instructed in the work 


and some 350,000 adults are taking the 
course each year. 





Company Attorney _ 
General Agent Collaborate 


who has been con- 





Doris Montgomery, 


‘nected with National Life in its legal de- 


partment for more than eight years, will 
now spend half of every month in the 
office of John J. Kellam, general agent 
in Norwalk, Conn. 

Mr. Kellam is a life member of the 
Million Dollar Round Table. As_ the 
head of an organization known as John 
Kellam Associates much of his work 
involves the analysis of estates. 

Miss Montgomery is a member of the 
Vermont bar and as attorney with Na- 
tional Life has specialized in settlement 
work, business insurance and pension 
trusts and tax laws as they affect insur- 
ance. She will bring to the service fur- 
nished by Mr. Kellam her experience 
in these fields. 








advertising manager Lincoln National 
Life, and Harry V. Wade, vice-presi- 
dent, American United Life, will repre- 
sent the L. A. A. Spokesmen for the 
field will be H. Cochran Fisher, Aetna 
Life; Harold Krafft, Provident Mutual, 
and Russell Shelk, Reliance Life. 

The theme chosen for the meeting is 
“Dollars and Sense in Life Insurance 
Advertising.” 


Zimmerman Sets 
at Rest a Rumor 


The luncheon formally introducing H. 
C. Hunken to the full time agents of 
the C. J. Zimmerman agency of Con- 
necticut Mutual Life at Chicago and to 
some of the important brokers, turned 
out to be an occasion of unusual senti- 
ment. Mr. Hunken, who has been gen- 
eral agent at Springfield, Mass., for 
Connecticut Mutual, becomes assistant 
general agent to Mr. Zimmerman in 
charge of the brokerage department. He 
had been associated with Mr. Zimmer- 


man in New York and in Newark so 
that his new move results in an inter- 
esting reunion. 


Mr. Zimmerman caused the audience 
to prick up its ears attentively when 
in the course of the introduction he 
stated that he desired to set at rest a 
rumor that he said he knows has been 
current. He stated that he expects to 
be general agent for Connecticut Mu- 
tual in Chicago for many years; that he 
has no home office aspirations; that he 
will not be one to step out of the presi- 
dency of the National Association of 
Life Underwriters into another job in 
the business. He stated that he has a 
job to do in Chicago and he expects to 
be located there as general agent for 
several years at least. 

The group was especially affected by 
the appearance of Earl F. Colborn, gen- 
eral agent for Connecticut Mutual at 
Rochester, N. Y., who is a trustee of the 
National Association of Life Under- 
writers and hence is most intimately as- 
sociated with Mr. Zimmerman. 


Don’t Penalize Leadership 


Mr. Colborn implored the full time 
organization and the brokers to see to 
it during the year that Mr. Zim- 
merman has contributed so much to the 
business as a whole through his work 
as president of the National association 
that the production quota of the agency 
at least be completed. 

Mr. Colborn spoke in the highest 
terms of the service that Mr. Zimmer- 
man had rendered during a trying year 
in behalf of insurance. He said that 
Mr. Zimmerman had taken a powerful 
position in a powerful way in the fight 
against the collectivistic tendency in the 
United States. He compared Mr. 
Zimmerman’s leadership in speaking up 
for insurance to that of Wendell Willkie 
in his fight in the TVA situation. He 
said that it would be a tragedy if, after 
Mr. Zimmerman’s contribution to the 
professional well being of every insur- 


ance man, he should have to return to 
Chicago to face a broken record. He 
said that Mr. Zimmerman has never 


ended a year as general agent without 
producing a larger volume than in the 
previous year. It seems that this year, 
although the Zimmerman agency is in 
no danger of finishing behind last year, 
it is behind in its schedule so far as its 
quota is concerned. 


Stage Campaign Sept. 3-30 


An enthusiastic campaign has been 
launched to run from the period Sept. 3- 


Sept. 30. This covers the remaining 
days of Mr. Zimmerman’s tenure as 
president of the National association. 


Mr. Colborn urged that uncommon ef- 
fort be made in this campaign. 

Some humorous aspects have been in- 
troduced in the campaign. The agency 
is divided into two groups, the people’s 
party being those who desire to get into 
office and the party’s people, which is 
the group that now holds office, that 
controls all the jobs, the WPA, etc. 

Mr. Colborn was the closing speaker. 
The opening part of the program con- 
sisted of the introduction of Mr. Hunken, 
and Mr. Zimmerman and Mr. Hunken 
expressed the utmost admiration and 
friendship for each other. 


J. F. Allebach, assistant attorney gen- 
eral of Missouri and formerly counsel 
for the insurance department, has re- 
signed to enter private practice at 
Albany, Mo. 


Forty Years 











MILLER HAMILTON 


ISAAT 


The Federal Life of Chicago is get- 
ting out a “Hamilton Month” booklet 
in tribute to Isaac Miller Hamilton, 
chairman of the board, honoring his 40 
years of service in life insurance. On 
May 5, 1900, Federal Life opened its 
doors for business in Chicago and Mr. 
Hamilton, 36 years of age, was chosen 
as its president. The booklet is in the 
form of appreciation from Mr. Hamil- 


ton’s fellow officers. On Sept. 6 last 
year, being his 75th birthday annivers- 
ary, Mr. Hamilton relinquished the 
presidency and was elevated to the 
chairmanship. 

When he entered the business in 


1900, he found an industry that was un- 
standardized, unregulated to a certain 
extent and had numerous flaws in the 
system so far as practices were con- 
cerned. The actuarial department was 
based on exact science, but science was 
not used to any degree in the other 
departments. 


Was a Real Pioneer 


Mr. Hamilton was one of the found- 
ers of the American Life Convention 
and is the sole survivor of the group 


which organized in Chicago, Dec. 5, 
1905. He served as its president and 
has been a constructive factor in its 


work ever since. He was one of those 
instrumental in having its Medical Sec- 
tion established. He was very much 
interested in the American Service Bu- 
reau being brought into being. He was 
one of the pioneers in the Association 
of Life Agency Officers. He served as 
its secretary-treasurer and later was its 
president. He attended the original or- 
ganization meeting of the Life Presi- 
dents Association and has never missed 
an annual meeting since. He served two 
terms as president of the Health & Ac- 
cident Underwriters Conference. It can 
thus be seen that Mr. Hamilton had a 
hand in many of the forward movements 
in life, health and accident insurance. 

Mr. Hamilton is a world traveler. 
When he was 74 years of age he made 
a trip around the world mostly by air 
and partly by auto caravan across Persia 
and Mesopotamia and into Russia and 
a year later he took a tour through 
Africa, journeying from Capetown to 
Victoria Falls. 


Cuts Down $1,000 Policies 


The Pacific Mutual Life has made 
substantial progress in its campaign to 
reduce the number of $1,000 policies 
written by its agents. With 50 percent 
of all policies, exclusive of juvenile, in 
that class when the campaign started last 
year, the record shows that for the first 
six months of 1940 the percentage has 
been reduced to 39.6. In June of this 
year, 54 percent of the policies written 
were for $2,000 or over. 











XUM 





Oo = 


ww 


am | 


be ee 


ea Se er eV aS ee OS OUD CMY 








XUM 


August 30, 1940 


LIFE INSURANCE EDITION 








Much Interest in 
Direct Mail Plan 


Service Life of Omaha Is 
Making Experiment with 
This Method 


There has been much interest in the 
experience of the Service Life of Omaha 
in entering the direct mail field for life 
insurance. President John A. Farber 
states that so far the plan is entirely 
experimental. He says the business the 
company has received so far by direct 
mail is superior to that produced 
through agents as to information re- 
quired in the application and as to per- 
sistency. Up to the present time, the 
Service Life has kept its direct mail bus- 
iness separate from the agency produced 
insurance. However, beginning Sept. 1 
it will combine production of these two 
departments in some territories. 

While it has been specializing on mail 
order business, the company has not en- 
tirely dispensed with their agents. It 
operates through agents in some terri- 
tories on a different line of policy than 
is used in the direct mail order depart- 
ment. 


Persistency Experience Better 


Mr. Farber said that it is too early to 
give an accurate appraisal of results of 
the direct mail plan. In the first six 
months of the year, he said that the vol- 
ume of business written by mail is about 
equal to what the Service Life has done 
in previous years through agents, but 
the persistency experience is much bet- 
Ter. 

President Farber started to experi- 
ment with the mail order plan, being in 
close contact with a friend who had been 
for 10 years writing accident and a 
business by this method. Mr. Farber 
said that he was moved to try this 
method because he was dissatisfied not 
only with the acquisition cost but with 
the persistency of business written 
through agents. He acknowledges that 
he is quite a distance from writing the 
volume that he desires. He also states 
that the company will be compelled to 
travel some distance before it can de- 
termine whether the amount spent for 
advertising comes back in the form cf 
premiums. 

It is stated that President F. P. Manly 
of the Hearthstone Life of Indianapolis 
is investigating the direct mail system 
and if it is put into effect it will be sup- 
plementary to its regular agency pro- 
duction plan. 


Finds Quarrel with 
Critic of S. B. Weissman 


Herewith is a communication from 
K. W. S. of Kansas City, prompted by 
the recent article quoting S. B. Weiss- 
man of Boston: 

“On page 2, Aug. 16 issue, you print 
a communication from R. S. C., of Pitts- 
burgh, commenting upon certain views 
expressed by S. B. Weissman, a Boston 
agent. 

“Will you please ask R. S. C., Pitts- 
burgh, to clarify what he means by the 
following: 

“*(1) For at least 9 years the agent 
gets 5 percent... . 

“*(2) Mr. Weissman indicates that 
only 15 percent of all agents remain in 
the business after the third year. While 
they are in the business 3 percent of 
their earnings will be taken out of the 
policyholders’ money for unemployment 
insurance and 1 percent for social se- 
curity.’ 

“With respect to (1) above—the 
words ‘at most’ instead of ‘at least’ would 
more correctly state the situation. I 
know of no large company paying more 
than 9 years’ renewals to the writing 
agent. As a matter of fact, until re- 
cently my own company required a cer- 
tain minimum premium volume in order 
to qualify for those 9 years’ renewals, 


and there have been years in the past 
during which I qualified for only 5 or 6 
or 7 years’ renewals 

cen respect to (2) above—isn’t R 

C., Pittsburgh, all wet? I have want- 
ed to come under both unemployment 
insurance and more particularly social 
security, but have been told I (like ail 
other writing agents or salesmen of life 
insurance) am an independent contrac- 
tor and not an actual employe coming 
under these two benefits. 

“Incidentally, after a policy's 10th 
year I think the writing agent (if still in 
the business with that company) should 
receive say 1 percent service commis- 
sion, obligating the agent to assist in 
maintaining the persistency of the policy. 
Under present arrangements, when all 
renewals cease, the writing agent either 
continues to service said policy as a la- 
bor of love, or else bows out and allows 
his general agent or the office to watch 
the policy and see that premiums are 
paid promptly, and attend to other de- 
mands or requests for service by the 
policyholder.” 


Harry Melton’s View 


Harry B. Melton, agent of the Massa- 
chusetts Mutual Life at Los Angeles, 
also comments on the Weissman contri- 
bution and the reply by R.S.C. of Pitts- 
burgh. Mr. Weissman’s contribution 
appeared in the issue of Aug. 9 and that 


of R.S.C. on Aug. 16. Mr. Melton in his 
letter says: “It seems to me that R.S.C. 
has either missed the entire point or has 
attempted to evade the salient strength 
of the penetrating analysis made by Mr. 
Weissman. Whether or not the ‘career 
agent’ deserves more commissions, as 
R.S.C. puts it, is an academic question 
and serves no purpose in diagnosing the 
ills of the agency system as it is related 
to management. When your baby is 
sick you don’t ask whether or not he 
is deserving of medical attention before 
calling a doctor. The problems treated 
by Mr. Weissman are important enough 
to merit more than the superficial con- 
sideration given by the Pittsburgh man. 
Merely quoting the expense ratios of 
various companies picked at random and 
then blindly concluding that everything 
will be all right will not correct the con- 
ditions referred to by Mr. Weissman.’ 


Life insurance property is the only 
property which will relieve a man’s fam- 
ily of the responsibility of management, 
of investment and reinvestment. It is 
the only property with income or prin- 
cipal guaranteed. That’s why it is 
called permanent productive property. 
—Clay Hamlin, Buffalo general agent 
Mutual Benefit Life. 


your accident and health 
Hoodoo Day plans. 


Write 
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Campaign Is rw Way 
for Florida Man for Trustee 


The life insurance interests of Florida 
are campaigning on behalf of the 
election of A. Le Roy Jonnson of Jack- 
sonville as a trustee of the National As- 
sociation of Life Underwriters. Mr. 
Johnson is Florida manager of Sun Life 
of Canada. He has been one of tie 
principal organization men in his city 
and state and he has been active in na- 
tional association affairs. 

He is a past president of the Jackson- 
ville Life Underwriters Association and 
it was during his term in 1931 that steps 
were taken to organize the Florida state 
association. He was president of the 
state Organization in 1938 and under his 
administration there was held a training 
school for local association officers, a 
summer school for agents, there was 
created a speakers bureau and three new 
local associations were formed. 

He has served on various committees 
of the National association and has been 
one of the principal voices at the meet- 
ings of state association presidents at 
national meetings. He has been more 
than 20 years in the life insurance busi- 
ness. He attended Dartmouth College. 
Mr. Johnson has been endorsed for of- 
fice by the Florida association, and the 
local associations in Florida. 
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at N. F. C. Gathering 





The convention special cars which ran 
from Chicago to the National Fraternal 
Congress annual meeting in Baltimore 
turned out to be a Heaney campaign 
special. Fred A. Johnson, vice-archon 
Royal League. Chicago, and N. J. Wil- 
liams, president Equitable Reserve, 
Neenah, Wis., co-managers of the move- 
ment to draft Thomas R. Heaney, high 
secretary Catholic Order of Foresters, 
Chicago, for vice-president of N.F.C., 
were 100 percent successful on the train 
4n their efforts to pledge all delegates 
to vote for Mr. Heaney. Mr. Johnson 
was personally interested because for 
25 years Mr. Heaney was a Royal 
League local secretary and Mr. Wil- 


liams in the last year has worked on os 
Mr. 


N.F.C. executive committee with 
Heaney. 

John C. Phillips, chief organizer 
Modern Woodmen, assistant to the 


president, got in a mixup over his round 
trip ticket and after long study con- 
cluded in order to straighten out affairs 
he would have to return to Rock Island 
and start the trip all over again. It 
seems the various sections of the ticket 
have to be torn off in the proper order, 
and possibly a rail official started tear- 
ing off from the wrong end. From 
3altimore, Mr. Phillips plans to go on 
to New York for a few days. 

Mr. Phillips’ ticket troubles were simi- 
lar to those of Foster F. Farrell, execu- 


tive secretary-manager N.F.C., on a 
plane trip to Portland and Seattle this 
year. He bought a round-trip ticket, 


then found he need not make the entire 
western trip. For several hours he tried 
to argue an airlines official into letting 
him remain at the airport while the 
plane made the rest of the western trip, 
then reenter it when it returned. Finally, 


to validate his return stub to Chicago, 
Mr. Farrell had to spend four hours 


making the leg of the trip to no purpose 
except to satisfy airlines rules. 

W. O. Hayes, Baltimore, Maryland 
manager Maccabees, was general chair- 
man of the local arrangements commit- 
tees and was complimented for the 
elaborate arrangements, including a fine 
entertainment program. 

William H. Parker, Jr., manager Lord 
Baltimore hotel convention bureau, got 
around and met many fraternalists at- 
tending the meeting in that hostelry. 

Modern Woodmen had a large delega- 
tion headed by O. E. Aleshire, president. 
Included were Mr. Phillips, Henry R. 
Freitag, director of publicity; F. J. 
Gadient, actuary; Dr. E. A. Anderson, 
chief medical director; George G. Perrin, 
general counsel; Henry F. Turner, na- 
tional treasurer. In addition, there were 
present W. D. Benedict, New York City, 
New York state manager; A. D. Clauser, 
teading, Pa., manager for eastern Penn- 
sylvania, Delaware and Maryland; James 
A. Doubles, Greensboro, N. C., North 
Carolina manager, and V. W. Potter, 
Washington, manager for the District of 
Columbia. 

John W. Breyfogle, editor of “Security 
News,” publication of Security Benefit, 
is the owner and publisher of the oldest 
weekly newspaper in Kansas, the Olathe 
“Mirror.” It was founded in 1857 and 
he has owned it for 30 years. Mr. Brey- 
fogle entertained delegates with his 
stories of the exploits of Jesse and Frank 
James, famous desperadoes, and of the 
old gunfighting days in Kansas when 
Wild Bill Hickok and Wyatt Earp 
policed Dodge City and Abilene. As a 
youth, he and his father were accosted 
by the James boys on a road in Kansas 
but were unharmed. With Mr. Breyfogle 
from Security Benefit were Dr. Thomas 
E. Johnston, medical director, and L. C. 
grooks, actuary. 

Many fraternalists visited the Edgar 
Allen Poe grave and monument, which 
is not far from the Lord Baltimore. 


Fete $1,000,000 Agency 

Pacific National Life of Salt Lake 
City has pursued the practice of devot- 
ing an entire issue of its distinctive house 
organ ‘“Panlaco” to an agency upon its 
attainment of $1,000,000 of life insurance 
in force. The sixth and most recent 
office to receive such attention is the 
Baker agency of Burley, Ida. The prin- 
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PARTRIDGE 
N. F. C. President 


FRANCES D. 


Miss Frances D. Partridge, secretary 
Woman’s' Benefit Association, Port 
Huron, Mich., presided this week at the 
general sessions in the annual meeting 
of the National Fraternal Congress held 





OSCAR E. ALESHIRE 
President, Presidents’ Section 


in Baltimore, and Oscar E. Aleshire, 
president Modern Woodmen, Rock 
Island, Ill., was in the chair at the meet- 
ing of the N. F. C. presidents’ section, 
of which he is the head. 











“Draft Taggart” Group Is 
Making Aggressive Effort 


A campaign to “draft” Grant Taggart 
of Cowley, Wyo., for secretary of the 
National Association of Life Underwrit- 
ers is now under way under the leader- 
ship of a group of Los Angeles leaders. 
Mr. Taggart is a trustee of the National 
association and his term expires this 
year. He has been mentioned for the 
position of secretary but he has declined 
to make any effort in his own behalf 
and has stated that he would not con- 
sent to engage in a contest for office. 
The “draft Taggart” committee the 
other day sent telegrams to the presi- 
dents of some 50 local life underwriters’ 
associations and to other influential per- 
sons in association work throughout the 
country. The telegram read: 

“A committee of southern California 
life underwriters is behind a movement 
sponsoring the candidacy of national 
trustee Grant Taggart for secretary of 
the National Association of Life Under- 
writers. There is a strongly favorable 
sentiment towards drafting Mr. Taggart 
for this office. We want the western 
associations’ cooperation in electing a 
westerner as secretary. Wire collect 
your personal feeling whether or not we 
can count on you to support this move- 
ment.” 

The committee consists of Ron Stever, 
Equitable Society, Pasadena; Thomas 
Murrell, Mutual Benefit Life, Los An- 
geles; George H. Page, California- 
Western States Life, Los Angeles; H. 
E. Belden, Union Central Life, and 
J. R. Mage, Northwestern Mutual Life. 

Mr. Stever states that the telegrams 
were sent to the presidents of 47 asso- 
ciations in the western states. From the 
replies that were received three days 
later, it appears that the committee will 
have 100 percent support of the west, 
Mr. Stever asserts. 





cipals in the agency are C. Gale Baker 
and Clarence C. Baker. The number is 
extensively illustrated. Letters are re- 
produced from Governor Bottolfsen, 
Insurance Director Walrath, Mayor 
Hill of Burley and from the representa- 
trves of various civic organizations. 
There are a number of Idaho scenes 
and other features. The J. W. Nixon 
agency of Idaho Falls is attaining the 
$1,000,000 mark and the next edition of 
“Panlaco” will be in recognition of his 
work. Mr. Nixon is approaching his 
74th birthday. 





Campaign Organized for 
H. A. Hedges for Secretary 


Leaders in the Kansas City Associa- 
tion of Life Underwriters at a special 
meeting organized a campaign to bring 
about the election of Herbert A. Hedges 
as secretary of the National Association 
of Life Underwriters. Mr. Hedges’ 
name has been mentioned in this con- 
nection for several weeks but a formal 
campaign had not been undertaken until 
this time. J. Frank Trotter, manager of 
Mutual Life, was appointed chairman of 
the committee to win support for Mr. 


Hedges. 

Mr. Hedges entered the business in 
1919 with Equitable Life of Iowa in 
northeastern Missouri. The next year 


he was appointed general agent for that 
company in Chillicothe, Mo., and in 1924 
he became general agent at Kansas City, 
the position which he still holds. His 
agency always ranks close to the top in 
his company and Mr. Hedges has hit the 
million dollar mark in personal produc- 
tion two or three vears. Mr. Hedges is 
now completing his second term as 


Zimmerman Sets 


All-Time Travel and 
Speaking Record 


Charles J. Zimmerman, Chicago gen- 
eral agent Connecticut Mutual Life, will 
step out of office as president of the 
National Association of Life Underwrit- 
ers next month in Philadelphia, with 
two all-time records to his credit. He 
will become the president who traveled 
more miles than anyone who ever held 
the office, and he will have made more 
talks than any of his predecesors. 

The TNEC investigation of life in- 
surance made it necessary for him to 
give to life underwriters in all parts of 
the country clear understanding of the 
issues involved, in order that the 225,000 
licensed life agents might present a 
united front. 


Travels Over 65,000 Miles 


Mr. Zimmerman’s log of travels and 
speaking engagements was opened two 
days after his election last September at 
St. Louis. He flew to Excelsior Springs, 
Mo., to appear before the convention of 
agents for the Business Men's Assur- 
ance. Since then he has traveled more 
than 65,000 miles, more than 50,000 
miles being by air, has visited more than 
80 local associations in 45 states. In all, 
he has made over 200 talks. The TNEC 
hearings demanded that he make five 
trips to Washington, D. C., and he testi- 
fied before the committee on agents’ 
problems including compensation. With 
a month of his term in office still to go, 
the end is not in sight. 


Consulted on War Risk Cover 


Besides the five trips that Mr. Zimmer- 
man made to Washington for TNEC 
committee hearings, his presence has 
been required in Washington and New 
York for discussions pertaining to war 
risk insurance, war clauses and agents’ 
compensation. 

Mr. Zimmerman spoke this week to 
the convention of the National Fraternal 
Congress in Baltimore. On Sept. 19 he 
will speak to the Louisville Association 
of Life Underwriters. Sandwiched be- 
tween these engagements will be a meet- 
ing in New York of the committee on 
agents’ compensation. 








trustee of the National association and 
has been active in various committees. 


Every agent should read Carroll C. 
Day’s “Little Red Wagons and Little 
Red Boots.” Send $1 for eight copies to 
National Underwriter. 











in middle west. 


success. 


or photo. 








HOME OFFICE AGENCY MANAGER 
WANTED 


| 

| 

Midwestern stock company, with unexcelled repu- 
tation and standing, needs an outstanding agency man- 

| ager to develop a Home Offfice agency in city of 250,000. 

| Over 21% millions now in force in Home Office city. 

| Because of good standing of company, policyholders and 

stockholders, this is a rare opportunity for a thoroughly 

| experienced, high grade, conscientious, aggressive man 

to build an outstanding agency. Prefer someone now 


Salary, bonus, expense, and proper subsidy to insure 
Correspondence strictly confidential. Send snapshot 


Address M-11, The National Underwriter, 175 W. 
Jackson Blvd., Chicago, III. 
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Laymen Misjudge 
Lowered Mortality 


Williamson of Security 
Board Holds Survival 
’ Chances Slightly Better 


BALTIMORE-—Significance of im- 
proved mortality rates tends to be exag- 
gerated by laymen because they over- 
look the fact that the number of deaths 
during a year at almost any given age 
constitutes a trifling percentage of the 
age group, W. R. Williamson, actuarial 
consultant Social Security Board, told 
the Fraternal Actuarial Society at its 
annual meeting here in connection with 
the National Fraternal Congress. As 
for further mortality gains, Mr. Wil- 
liamson said that “it seems possible that 
the gains at the higher ages will have 
to be won rather slowly, since there 
will be a balancing result from, first, 
keeping alive unfit lives, and second pre- 
venting lives from becoming unfit.” 

From the viewpoint of making pay- 
ments under annuity contracts and an- 
nuity provisions of settlement options, 
Mr. Williamson said that as to these 
advanced ages “we probably have little 
cause to be alarmed as to too radical 
mortality improvements in respect to the 
business we are writing today.” 

To show why those unversed in sta- 
tistics tend to exaggerate the impor- 
tance of the improvement in mortality 
that has been taking place over the 
years, Mr. Williamson exhibited a graph 
drawn as to show not the chances 
of death but the chances of survival. 
This greater importance of survival as 
against death needs reemphasis from 
time to time, he said. 

“The graph also shows a mathemati- 


So 








cal fact of which we occasionally lose 
sight—the control we have in the meth- 
ods of presenting our facts,” he said. 
“It is identical in meaning to say that 
998 people out of 1.000 survive one year 
at age 25 or that two such individuals 
die, yet, in the comparison of changing 
death rates, when we say that the age 
25 death rate of table Z [a table reflect- 
ing modern mortality] is two per 1,000 
and only 25 percent of the American ex- 
erlence at age 25 death rate er thou- 
sand. we have a very different ratio than 
when we say that the survival rate of 


998 is only one-half of 1 percent higher- 


than the survival rate of 992. The basic 
changes in these two ratios of 25 ercent 
and % of 1 percent respectively repre- 
sent the same experience but the two 
statements do not seem to be identical 
save to the trained observer. 


Survival Chances Little Changed 


“Tt is thus possible to assert that the 
annual chances of survival have changed 
rather slightly over the last 75 years 
save at the very bottom and at the very 
top of the age distribution. The ages 
which show the greatest ratios of health 
improvement evidence a survival change 
of only one-half of 1 percent.” 

Mr. Williamson said that since life 
companies are concerned not only with 
paying lump sum death claims, but also 
in making periodic payments during sur- 
vival they are much interested in the 
survival rates, as at ages 5 to 50 any 
income payment continuous during life 
can expect a very definite persistence. 
He warned against oversimplifying the 
mortality problem and when considering 
the feasibility of a single mortality table 
as a guide to operations a company 
must consider all the factors which are 
known to have a bearing on mortality 
rates. These factors, he said, include 
sex, race, occupation, climate or geo- 
graphical residence, marked medical im- 
pairments, adequacy of income, and ex- 


posure to hazards of aviation, automobil- 
ing, war, epidemic, mental instability 
and criminal impulse. Companies are 
extremely cautious, he pointed out, in 
translating the overall reports of statis- 
tical evidence as to life and death into 
the probability that any given individual 
may have survival chances. 


Older Mortality May Get Worse 


As to the chances of improving mor- 
tality in the higher ages, Mr. William- 
son said that it seems reasonable to be- 
lieve that by keeping alive large groups 
of individuals so that their impairments 
do not immediately kill them off “we 
may subsequently find an increase in 
mortality rates at the higher ages due 
to the extension of damaged lives into 
the exposure at those ages.” 

“There seems to be some evidence of 
this theory in the mortality rates from 
65 to 85 in the period from 1920 to 
1940,” he said. “It is essential to recog- 
nize that ages reported in successive 
censuses are not too exact. There are 
other reasons for the doubt attached to 
all high age mortality data. Some in- 
surance companies have observed that 
over a short period of time the mortal- 
ity of certain high ranges among their 
insureds’ lives has been getting worse. 


Based on Mixtures of Experience 


“This suggests once more that our 
mortality tables are commonly based 
upon mixtures of experience at a given 
time among those who are then old and 
who have survived the varied general 
environments of the past and the mor- 
tality among those now young who have 
been born into a more satisfactory 
health environment and whose future 
mortality may very well be conditioned 
in a different wav than has that of the 
currently older individuals. What we have 
never secured is a total picture carried 
from birth to death among the same 
individuals. Even if we could have such 


tables they would be history, and indi- 
cative of subsequent mortality only to 
the very skilled mortality analyst.” 

Mr. Williamson said some years ago 
it was stated the average life policy per- 
sisted only about seven or eight years 
but recent figures have indicated as 
much as a 15-year average duration. He 
said that actual mortality experience is 
very sensitive to manifold influences and 
an oversimplified thesis as to an over- 
all single basis mortality table has to 
give way to an understanding of the 
complexity of mortality rates to be ex- 
perienced in a widely varying business 
like life insurance. For instance, follow- 
ing the early favorable selection, the ex- 
perience unusually is good, but this effect 
of selection wears off and there is ex- 
perienced an ultimate mortality during 
the period of premium payments. Finally 
a substandard mortality occurs after 
premium payment has ceased and ex- 
tended term has ‘been secured. 

He approves dropping the ratios of 
actual to expected mortality from the 
gain and loss exhibit as the word “ex- 
pected” has given rise to wide misap- 
prehension. Actuaries do not “expect” 
that the experience of the past actually 
will be duplicated in the future, he said. 
“We fully anticipate persistent improve- 
ment in mortality at all the lower ages. 
We call the ratio of the new experience 
to the old experience the ratio of actual 
to expected deaths and are frequently 
disappointed that the improvement is so 
slight.” 


Mortality Varies With Acquisition 


Mr. Williamson said different methods 
of securing business result in consider- 
ably different mortality ratios. Indus- 
trial insurance, for instance, rarely aims 
at replacing earning power in event of 
death of the individual but mainly to 
meet the lump sum requirement for the 
cost of last sickness and burial. To be 
practically effective, he said, this insur- 
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available to the widest 
working individuals 


ance should be 
possible group of 
and their families. 

“There is a slightly anti-social situa- 
tion in the handling of the ordinary 
business when, although it is the pur- 
pose of insurance to pay claims, those 
individuals who seem most apt to pro- 
duce claims in the early years after the 
writing of insurance are barred from 
protection,” Mr. Williamson said. “The 
higher mortality rates shown for indus- 
trial business can be said to indicate a 
more effective meaning of the purpose 
of insurance, since it pays more claims 
per 1,000 exposed and more fully serves 
the underlying purpose of life insurance. 


Group Experience Out of Line 


“Over against this situation, the ex- 
perience in recent years under group in- 
Surance is strangely out of line. The 
group insurance policies are specifically 
designed to meet all death claims among 
the employes of corporations arranging 
for protection of their staffs. No medi- 
cal examination is used here and within 
each case the underwriting can be said 
to be less severe than for industrial in- 
surance. Yet in the handling of group 
insurance the mortality is slightly more 
favorable than that shown by table Z. 
This group experience is largely from 
those corporations with enlightened staff 
policies and exceptionally good work- 
ing conditions. 

“Mortality is not the sole factor af- 
fecting life insurance rates. Expense 
and interest rates are also important. 
The trend in interest rates has been so 
markedly downward in the last few 
years that when adjusting for improved 
mortality it seems essential to adjust 
for lower interest rates. i 

“As a purchaser of life insurance, I 
would like a rate structure which openly 
recognized the incidence of expense, the 
incidence of mortality, and which built 
reserves in the most logical fashion in 
relation to the expense and the mortal- 
ity incidence. 


also 


“It is a commendable desire to have 
the structure of the life insurance busi- 
ness better understood by the pur- 
cnaser 


Outlines Simplified Rate Basis 


Mr. Williamson concluded that for 
10st policyholders it would be sufficient 
to understand a simplified statement of 
rate construction which he set forth. 
[his is: 1. A contribution toward losses 
which are really expected in the current 
policy year; 2. A contribution toward 
the level premium reserve on the basis 
of what are believed to be the future 
needs of the policyholders; 3. A contri- 
bution towards expenses of the year, 
which in the first year are largely ac- 
quisition but in subsequent years are 
largely administration and conservation: 
4. A contribution to taxes: 5. A contri- 
bution toward a contingency reserve 
which shall recognize the possibility of 
greater financial strain: 6. In the | 
tual companies a contribution to divi- 
dends tor rate reduction; 7. In the stock 
companies to profit. 

_Mr. Williamson formerly for a number 
of years was assistant actuary of the 
Travelers in charge of the group life ac- 
tuarial department. He was loaned by 
rravelers for a time to the Social Se- 
curity Board and resigned in 1936 to be 
its permanent actuarial consultant. 


nN 


Occidental Life Selects 
Carey for Tacoma Office 


_ John W. Carey, a well-known figure 
in northwest insurance circles, has been 
appointed Occidental  Life’s general 
agent at Tacoma, Wash. Present at the 
opening of the office in the Washington 
building, were home office representa- 
tives, including Executive Vice-presi- 
dent D. L. Clarke, Vice-president V. H. 
Jenkins, R. H. Belknap, director of 
agencies, and W. B. Stannard, manager 
west coast division. 

Mr. Carey went west in 1911 in the 
employ of the Pacific Telephone Com- 
pany following his school work at the 
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Equitable of Iowa 
Acts on Aviation Risks 


The Equitable Life of Iowa has an- 
nounced a revision of rules relating to 
aviation risks effective immediately. No 
extra premiums will be charged on new 
policies in case of an applicant’s partici- 
pation as a passenger on regularly sched- 
uled passenger flights of duly licensed 
common carriers within the continental 
boundaries of the United States. 

In keeping with this change a further 
liberalization has been made with the 
announcement that the new accidental 
death benefit rider now available pro- 
vides that the benefit is payable if death 
results from such regularly scheduled 
passenger airplane flights. Heretofore, 
the accidental death benefit rider pro- 
vided that no additional benefit was pay- 
able if death resulted directly or indi- 
rectly from participating as a passenger 
or otherwise, in aviation or aeronautics. 
The new rider will be considered at 
standard rates or with an extra prem- 
ium where a limited amount of passen- 
ger flying is involved. 

This liberalization of aviation under- 
writing practices has been made in view 


University of Maine. From 1916 until 
1935 he was successively district man- 
ager for the Mutual Life of New York 
in Montana, and general agent for the 
Pacific Mutual in Montana and Wash- 


ington. For the past five years he has 
been in personal production for the 
Pacific Mutual. 


of the company’s favorable underwriting 
experience with aviation risks. 


Penn Mutual Forms Revised 


Penn Mutual’s new policy forms, 
amended in several respects to conform 
with the New York insurance code, will 
be placed in use Sept. 1. The new pol- 
icy forms will be used in all cases (ex- 
cept under certain special rulings apply- 
ing only to business in New York state) 
where the medical examination—or in 
the case of optional deferred income pol- 
icies, the application—is made and dated 
later than Aug. 31. 


Will SEC “Incubation” Bill 
Affect Private Placements? 


One of the reasons that has been com- 
monly attributed by investment bankers 
and bond salesmen for the private place- 
ment of bond issues has been the so- 
called 20-day waiting period for issuance 
of new securities in the Securities & 
Exchange law. The theory has been thet 
those desiring to float a bond issue could 
not afford to suffer that “incubation” 
period because the market might be en- 
tirely different after that length of time. 
There has been too much uncertainty 
and hence the borrowers have preferred 
to negotiate directly with insurance 
companies, according to that theory. 

Now the validity of that theory wiil 
be given a test. President Roosevelt 
has signed a bill which relaxes the “in- 
cubation” period for new securities be- 
tween registration with the SEC and 
possible issuance. The SEC has been 
given authority to accelerate the regis- 
tration process and an opportunity will 
now be given to determine whether the 


“incubation” feature was a real factor. 
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Robbins Tells How 
War Hits Insurance 


A. L. C. Managing Director 
Addresses National 
Fraternal Congress 


BALTIMORE—Victory of Germany 
over Great Britain would confront 
America with an immediate emergency 
which would have direct and profound 
eftects on life insurance, C. B. Robbins, 
manager and general i American 
Life Convention, warned in an address 
before the National Fraternal Congress 
here. Of the present defense needs and 
the possibility of a more serious emer- 


gency Colonel Robbins, who is a for- 
mer assistant secretary of war and a 
veteran of the Spanish American and 


declared: 
many 


World War, 
“There are 
of direct concern to us: 
of a war clause which many life in- 
surance companies are now consider- 
ing, and which a number have decided 
upon; the extension of the federal war 
risk insurance to all men called into 
the service through the proposed draft; 
mobilization of the nation’s economic 
resources, and many other matters 
which are of direct concern to life in- 
surance, including the fraternals; mat- 
ters that are of great importance to 
life insurance outside of any imme- 
diate major emergency and deserve the 
earnest and sincere consideration of 
every officer charged with the responsi- 
bility for the funds of the men and 
women who have invested th sav- 
ings in life insurance.” 


that are 
adoption 


matters 
the 


The future of the world is clouded 
in uncertainty, Colonel Robbins said, 
but he professed faith that America, 
though tardy in recognizing the neces- 
sity of preparedness has come to a full 
realization of its importance. He con- 

tended that the most vital thing is 


th e training of offic ers in the new meth- 
ods of warfare, since the tactics they 
were taught and know are now entirely 
obsolete. With this in mind ' 


the na- 
tion should immediately call some 75,- 
000 reserve officers into service for 


training in mechanized warfare so that 
they will be fitted to train the men 
brought up under the selective draft, 
he said. If this is not done, he warned, 
the calling of several hundred thou- 
sand of young men into the service at 
the present time would be a futile and 
expensive gesture, since we have neither 
the machines for training nor the offi- 
cers qualified to teach mechanized war- 
fare to these voung men. 

Earlier in his address Colonel Rob- 
bins referred to the TNEC investiga- 
tion and the efforts of some to utilize 
it as a means of promotting federal 
control of life insurance. He said, 
however, that the ultimate result of the 
whole investigation has been to reas- 
sure the 65,000,000 men and women who 
own life insurance policies of the safety 
of their i investments. 

“The insertion of a plank in the 
platforms of each major party this year, 
strongly favoring state supervision, is 
indicative of the attitude of the leaders 
of both parties as to the whole life in- 
Surance situation,’ he said. 


American Reserve Appointments 


American Reserve Life has appointed 
several new general agents, including 
Glenn W. Norman, Marshalltown, Ia.: 
A. J. Garrett, Sedalia, Mo.; J. A. Ferris, 
St. Joseph. Mo., and E. C. Fox, Mason 
as Ia., and two district managers, H. 
FE. Falkenhainer, Clear Lake, Ia., and 
N. J. Horacek, David City, Neb. 


A. E. Forrest, 77, founder and presi- 
dent of the North American Accident 
and well known among life men, died in 
Chicago from a cerebral hemorrhage. 
He had been incapacitated since 1936 
and had not been active in business dur- 
ing that time. 


Insurance Mighty Factor 
in Promoting Democracy 





The insurance industry is a mighty 
factor in promoting the individual way 
of life that American democracy stands 
for, Governor Stassen of Minnesota de- 
clared at a luncheon which wound up 
the annual meeting of Minnesota Asso- 
ciation of Insurance Agents. 

“Progress comes through pioneering 
and you insurance men make it possible 
for people to pioneer, Governor Stassen 
pointed out. “By the protection you 
provide, the individual is encouraged to 
take a greater risk in establishing and 
developing business. The resources of 
insurance companies have furnished a 
tremendous source of capital for the 
development of our nation. And you 
insurance men as a class have a mighty 
influence on public thinking. You are 
helping to keep before the people what 
a continuation of the American way of 
living means to us all. We must main- 
tain the free enterprise and private in- 
itiative that is our heritage of the 
nation’s pioneers.” 

To combat “fifth columnists,” Gov- 
ernor Stassen urged “an unfaltering 
spirit of unity that mobilizes construc- 
tive thought in facing our social and 
economic problems and minimizes in- 
tolerance.’ 





Chapter 9 Companies Enjoin 
Removal of Headquarters 


SAN FRANCISCO—An 
been issued in the superior court here 
restraining Commissioner Caminetti 
from removing the principal place of 
business of the Physicians Life to Los 
Angeles. Similar action was also taken 
on the Mount Moriah Life of San Fran- 
cisco. Previously the a had 
ordered the principal place of business 
of all the “chapter 9" companies recently 
taken over as conservator, which were 
domiciled in counties other than Los 
Angeles, removed to that city. 

Expressing “deep interest” in the ac- 
tion of Commissioner Caminetti, the In- 
surance Brokers Exchange of San Fran- 
cisco issued a statement in which it ex- 
presses the hope that “litigation affect- 
ing these concerns may not drag along 


order has 


interminably or attorneys for the con- 
cerns indulge in dilatory tactics until 
the funds of the companies are dissi- 


pated and the holdings of the policy- 
holders depleted.” 

It urges the public and all insurance 
producers organizations to give moral 
support to the commissioner, “who is 
courageous enough to take the action 
required by law in the interest of the 
insuring public.” 4 

The Alliance ;Mutual Life case 1s 
being heard in Orange county. The 
company had secured an alternative writ 
of mandate for the issuance of a renewal 
certificate. The Southwestern Life went 
into court in Los Angeles and secured 
a similar writ. 

The National Guaranty and _ other 
cases were continued to Sept. 11, await- 
ing the outcome of the Alliance Mutual 
case. 


Twenty-two Companies Join 
Institute; Total Now 99 


(CONTINUED FROM 
public is most interested so as to aid 
the insurance companies in doing more 
of the things the public wants, this broad 
representation in its membership of the 
interests and viewpoints of life insur- 
ance companies and their policyholders 
in every section of the country will 
greatly facilitate the work of the In- 
stitute.” 

The new members are: American 
Home Life, American Savings Life, 
Conservative Life, Dominion Life, Equi- 
table Life, D. C.; Farmers & Bankers 
Life, Federal Life. Great-West Life, 
Guarantee Mutual Life, Interstate Life 
& Accident, Kansas City Life, Kentucky 
Central Life & Accident, London Life, 
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Manufacturers Life, Oregon Mutual 
Life, Prudential, Reliance Life, Repub- 
lic National Life, Reserve Loan Life, 
Standard Life, Miss.; Supreme Liberty 
Life, and Union Life, Ark. 

Franklin D’Olier, president of Pru- 
dential, has been added to the institute’s 
board. 


San Francisco Planning 
Big Rally for Policyholders 
SAN FRANCISCO—O. J. Lacy, 
president California-Western States Life, 
will serve as general chairman of a 
meeting here Sept. 23, when Charles T. 


Davies of Wyomissing, Pa., will dis- 
cuss “Why I Bought Life Insurance 
before more than 700 life agents and 


their policyholders from all over north- 
ern California. ‘Cooperating with the 
San Francisco Association of Life Un- 
derwriters, under whose auspices the 
meeting will be held, will be the Oak- 
land-East Bay, Central California, San 
Jose, Stockton, Sacramento and Chico 
associations. 

Mrs. Genevieve Macliver, Equitable 
Society, chairman of the women’s com- 
mittee of the San Francisco association, 
will preside. 


committee of the local trust officers as- 
sociation. R. H. Booth, National Shaw- 
mut Bank, Boston, representing the 
American Bankers Association, was the 
principal speaker. 





Latest Tax Case Decisions 

A new and time-saving feature of 
“The Diamond Life Bulletins” is a four- 
page publication called “Timely Topics.” 
This paper is issued once a month to 
regular subscribers and covers in the 
briefest possible form all matters of cur- 
rent interest to life agents—such items 
as tax cases decided by state and federal 
courts, new laws, government action, and 
business events having a bearing on life 


insurance. Recent issues have com- 
mented on the Hallock case, the Bailey 
case and the Winslow case. In this 


way subscribers to this service are kept 
up to date on everything of importanc 
simply by glancing over these four pages 
once a month. 





Arnold Mackenzie, agency department 
assistant in the home office of North 
western National Life, and Miss a sic 
Kemp were married at the bride’s home 
in Minneapolis. Miss Kemp also has 
been employed in the Northwestern Na- 












































The public relations committee. of tional office. They are honeymooning 
which Homer E. Anderson, New York at Basswood lake on the Canadian bor- 
Life, is chairman, met at dinner with a der. 

| The State Life 

Indiana 
Is a Mutual Legal Reserve Company Founded 1894 . . . . | 
Is in its Forty-Sixth Year of Dependable Service . . . . . | 

Has Paid $125,000,000 to Policyholders and Beneficiaries . . | 

| 

| Holds Assets of over $53,500,000 for their benefit . . . . . 

| 

| Issues Policies from Ages One Day to Sixty-Five Years . . . 

| Issues Policies on Male and Female Lives at the Same Rates . 

| Issues Policies with Double Indemnity and Disability Benefits . 

| Issues Juvenile, Educational Fund, and Family Income Policies. | 

| Issues Salary Continuance and Retirement Income Policies . . | 

| Issues Many Other Standard and Up-to-date Policy Forms . . | 

| Offers Agency Opportunities and Training for Those Qualified. | 

| | 

THE STATE LIFE | 
| 
. | 
INSURANCE COMPANY | 
| Indianapolis, Indiana 
| 
MUTUAL LEGAL RESERVE FOUNDED 1894 
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Great Work in Small 


It 1s always an inspiration to see an out- 
standing record made by a life insurance 
salesman in a small where 
the going is harder comparatively and 
limited in number 


community 


the prospects more 
and buying capacity than found in the 
cities. We have from time to time evi- 
dences of most successful work in these 
agricultural areas. 

Just the other day the Mutual Benefit 
Life reported a contest that had been 
carried on for six weeks, the top man 
and leader being C. B. Ryan of Murray, 
Ky. This is a town of 5,000 people, not 
very far from the Tennessee border. It 
is particularly an agricultural commu- 
his first with the 
3enefit he seventh 


four years 
ranked 


nity. In 
Mutual 


Places 


among all the number of 
cases. He now is second, producing at 
the rate of more than 100 lives a year. 


agents in 


When a life agent has the ability, in- 
telligence, energy, industry, ingenuity 


and service-giving power to accomplish 
results of this kind in a locality that 
does not offer the greatest inducements 
so far as can be seen on the surface, 
it should prove an incentive for all in 
the business. 

The record of Grant Taggart of 
Cowley, Wyo., with a population of 520, 
is regarded as one of the marvels of 


the day. He is a millionaire producer, 
he is one of the most prominent men 
in the life underwriters association 


movement and is a national character. 


Good Shaking Up Is Needed 


recited an 
of the 
insurance 


the other day, 
in connection with one 
cities in the east where the 
offices evidently had concluded there was 
little business to be had and that efforts 
honestly 


AN OBSERVER, 
incident 


however 
visitor the 


rewarded, 
the 
city seemed to be in a 


were not 
casual 
state of 

inertia. 


made. Even to 
coma 


and 


and there was torpor 
One of the companies sent a new man, 
central west, to take 


He had no personal 


coming out of the 
charge of its office. 
knowledge of conditions in the commu- 
nity to which he was assigned. So far 
as outward appearances were concerned, 
He went 
reorgan- 


the opportunities were many. 
to work with a right good will, 
ized his office, gave it a spick and span 
appearance and soon had a hustling or- 
ganization started. He sent men 
out into the vineyard with alertness and 
They soon were bristling 
and brought in a number 
The other offices were 


his 


determination. 
with activity 
of applications. 


surprised beyond measure at what was 
being accomplished. 

stated that today 
great testing time. Those who lack am- 
bition, industry and determination are 
lost in the shuffle. The better prepared 
and the more able are supplanting the 


This observer ssa 


dead wood. Diligence coupled with 
knowledge and enthusiasm constitute a 
triple plated armor that is invincible. 


The new man in the city did not know 
the discouragements of the other offices. 
They had concluded that nothing could 
be done and hence they stopped. Many 
agencies had no modern selling methods. 
They were living in the past, dust was 
accumulating and they had acquired a 
defeatist attitude or an indifferent one. 


There are other cities and other of- 


fices that probably need a_ thorough 
going shaking up. This is a day when 
the indifferent, those living in the past, 


those who think that it cannot be done 
have to get out of the way. 


Eliminating Petty Political Gratt 


WHILE we are on the subject of insur- 
and reducing ex- 
the 


investigations 
we might well take up 
quirements of some states that a resume 


ance 
penses, 5 
statements of 
This is purely a scheme for 
the 


of annual 
published. 
political graft. It 
power the chance of rewarding newspa- 
pers that have lent their support to the 
administration. There is very little ben- 
efit, if any, to be derived on the part of 
the insuring public or the companies. 
The companies unanimously resent this 


gives party in 


gouge. 


companies be: 


To show the inconsistency of a re- 


quirement of this kind and how a law i: 


abused merely for political preferment 
let us cite a case in Indiana. In accord- 
ance with the statutes, the insurance 


commissioner is required to publish the 
synopsis of the financial statement of a 
company in two newspapers. The case 
referred involved a life company. One 
paper selected was in a town in Adams 
county and the other in Blackford 
county. In Adams county, the company 
25 policyholders with total insurance 
In Blackford county it has 


has 
of $30,000. 


21 policyholders totalling also about 
$30,000. The cost of the advertisements 
was $40. 

In several counties in Indiana the com- 
pany has over $1,000,000 in insurance. 
All of the policyholders of this company 
receive a four page leaflet dealing with 
the financial statement at greater length 


and are well acquainted with the report 
and comment that accompany it. 

At times the commissioners complain 
of increasing expense ratios of insurance 
companies. Here is a good chance te 
do some good work at home. Why not 
repeal all such laws of this kind since 
the benefit to be derived is almost nil? 








PERSONAL SIDE OF THE BUSINESS 





J. W. Thomson, vice-president and 
actuary North American Reassurance, 
escaped with minor face and scalp cuts 
when the automobile in which he was 
riding hit an unmarked hole in the pave- 
ment on Central Park West, New York 
City, throwing Mr. Thomson partialiy 
through the windshield. 

H. R. Macgibbon of the Prudential in 
Albuquerque, N. M., has filed for state 
corporation commissioner on the Repub- 
lican ticket. 

The Massachusetts Mutual Life has 
put out in attractive pamphlet form the 
address of Vice-president C. O. Fischer 
on “The Measure of a Master Life Un- 
derwriter” that he gave at the regional 
meetings of his company in May. There 
have been a number of requests for cop- 
ies. 

O. Lynn Smith, Wichita general 
agent Connecticut Mutual Life, is re- 
cuperating nicely from a sudden attack 
of appendicitis which required an emer- 
gency operation and will be back at his 
office shortly after Sept. 1. 

North American Life of Chicago is 
honoring Harry R. Miller, who has been 
with the company for 25 years. He has 
charge of northern Illinois. In 1916 
Secretary W. O. Morris employed him 
as office boy and soon he showed a 
very strong liking for field work. In 
1925 he was assigned to field conserva- 
tion work and on Oct. 15, 1933, he was 


BOUQUETS 


At the Penn Mutual Life conference 
in Excelsior Springs, Mo., next week a 
special session will be held for wives 
with talks by sales leaders. Wife co- 
operation is an important factor in sales 
success and conventions offer a good 
time to develop it by giving the women 
to hear how they can 





an opportunity 
help their husbands. 
* *k x 

In discussing policy forms and rate 
books at the Columbian National Life's 
sales meeting in Chicago, Vice-Presi- 
dent A. A. McFall asked for opinions 
on possible policy changes and rate book 
revisions. For example, the majority 
favored having the rate book classified 
by ages rather than by forms. By seek- 
ing field opinion in this way the home 
able to cooperate better with 
the agents are 
have a voice 


office is 
agents and in turn 
satisfied that they 
management. 


its 
more 
in company 


charge of the northern Illinois 
agency. Last year his agency produced 
$1,015,656. It had in force at end of 
March $2,607,960. He is held in high 
esteem br his associates. 

Bert Hedges, Kansas manager Busi- 
ness Men’s Assurance, at Wichita, had 
charge of the Wichita Rotary Club pro- 
gram, giving a resume of the Sunflower 
Boys State held in Wichita in June, of 
which he was general director. Several 
of the boys appeared on the program. 

The Neb., home office agency 


given 


Lincoln, 


of the Security Mutual Life of that city 
honored Agent A. R. Beach who has 
been associated with the organization 
for nearly 17 years. The tribute came 
on his 65th birthday anniversary. He 
has set a record for having the most 
persistent business of any agent with 
the company. During his experience, 
he has developed a personal annuity 


program so that he does not have to 
depend on new business for an income, 

Maj. A. C. Galbraith of Montreal, su- 
perintendent of agencies for Canada of 
the Prudential of London, has been de- 
tailed for duty in the Canadian medical 
corps. He had been general manager of 
the Excelsior Life in "Toronto since 1930 
until a few months ago, when he went 
with the Prudential. 

A. F. Gillis, Newark general agent, 
Provident Mutual Life, and Mrs. Gillis 
were tendered a luncheon by the entire 
agency staff in honor of their 30th wed- 
ding anniversary. 

R. B. Streigel, district manager Provi- 
dent Mutual Life, Nashville, will soon 
begin his annual schedule as a field judge 
in Southern and Southeastern Confer- 
ence football games, lasting about ten 
weeks. He is a football authority of 
high standing. 

Mary Baker, editor of the Connecticut 
General “Bulletin” who has been active 
in preparation of the company’s advertis- 
ing and sales promotional material for 
more + apl 20 years, who completed the 
Cou: examinations this year, is the 
fourth ese: in the Connecticut Gen- 
eral home office organization to com- 
plete the examinations, and the first 
woman in Hartford. 

George L. Dyer, Jr., Columbian Na- 
tional Life, St. Louis, second  vice- 
president of the National Accident & 
Health Association, recently returned 
from five weeks’ training at Fort 
Leavenworth with the Reserve Officers 
Training Corps. 

Carl W. Kleifgen, Jr., son of Carl W. 
Kleifgen, St. Paul manager Metropolitan 
Life and a representative of that com- 
pany in Duluth, will be married in Octo- 
ber to Miss Louise Brugger of St. Paul. 

Noah J. Frey, president Wisconsin 
Life, will receive the highest honors of 
Freemasonry at the annual session of 
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the supreme council of the northern 
Masonic jurisdiction, when he will: be 
made a 33 degree Mason in Cincinnati 
next month. 





DEATHS 


Harry Elliott, 41, assistant manager 
of the Metropolitan Life at Toledo, O., 
died in a Raton, N. M., hospital fol- 
lowing an accident in which his auto- 
mobile overturned. 

Charles E. Belcher, 69, owner and 
publisher of the “Standard,” Boston in- 
surance paper, died at his summer home 
in Allerton. A native of Chelsea, he 
attended Massachusetts Institute of 
Technology for a time and in 1892 be- 
came a reporter on the “Standard.” In 
1898 he was made business manager and 
1903, on the death of Colonel Ransome, 
he became the owner of the paper. 

L. J. Huntley, district manager Jeffer- 
son Standard Life, Wadesboro, N. C., 
died of a heart ailment. 

W. M. Sheehan, chief justice of the 
Maryland second judicial circuit court 
and former Maryland insurance com- 
missioner, died at Easton, Md., from a 
heart attack. He was insurance com- 
missioner in 1915. 

D. C. Coe, 60, retired district manager 
of Durham Life, a position he held for 
23 years, died at his home in Charlotte, 
N. Cc. 











COMPANIES 


New Assistant Secretary 
Named by Mutual Benefit 
D. B. 





Andrews has been named assist- 


ant secretary of Mutual Benefit Life, to 
succeed J. L. Boggs, who retired Aug. 1. 
Mr. 


Andrews has spent his entire busi- 


D. B. ANDREWS 


ness career with Mutual Benefit, enter- 
ing its service in 1911. He has com- 
pleted the entire course of the Life 
Office Management Association exami- 
nations. Mr. Boggs, who was at the 
head of the company claim department, 
completed 55 years with Mutual Benefit 
Life in April. 





Occupy New Home Office Soon 


The Mutual Benefit Health & Acci- 
dent and United Benefit Life are mov- 
ing into their new home office building 
in Omaha the week- end of Sept. 7 

The new building is air- conditioned 
throughout and has the most modern 
home office equipment in every respect. 
A conveyor system has béen installed 
tor the exchange of correspondence and 
other papers, covering the five floors and 
two basements. There is an auditorium 
on the second floor which will seat 500 
people, and a special law library. An 


unusual feature is a penthouse on top 
of the building for the use of visiting 


managers. It contains a big living room, 
with fireplace, and four bedrooms. 
There is a roof garden immediately 


around the penthouse and also recrea- 
tion courts on the roofs. 


National L. & A. Addition 


The National Life & Accident has 
awarded a contract and construction be- 
gan this week on a ten-story addition to 
the home office building in Nashville. 
The first five floors will be an extension 
of the present five-story building. The 
contract is for $687,571. The addition 
will be fireproof throughout. C. A. Craig, 
chairman of the board, states that the ad- 
ditional space will allow necessary ex- 
pansion of departments and will permit 
bringing in district offices now located 
elsewhere in the city. 


Bars License to Standard, Ind. 


Attorney-general Herbert of Ohio has 
advised the department that it has no 
authority to license the Standard Life 
of Indianapolis. That company issued 
$500,000 of stock, for which stockholders 
paid $237,000 in cash, giving promissory 
notes for the remainder. The attorney- 
general holds all the stock must be paid 
for in cash. 


Shands Life of Va. Counsel 


W. R. Shands, director of the Virginia 
State division of statutory research and 
drafting for 10 years, has resigned to 
become counsel for the Life of V irginia. 
Robert E. Henley is general counsel. 


Federal Mutual Expands 

JACKSONVILLE, FLA—tThe Fed- 
eral Mutual Life has moved to new 
headquarters in the Graham building and 
doubled its home office personnel, ac- 
cording to J. L. Schlosser, president. 
Business written this year exceeds the 
total volume for the preceding two years. 
Fifty percent of the new business has 
been a direct result of an education and 
advertising campaign by radio and 
newspapers throughout Florida, he re- 
ports. 








Two new directors, F. W. Fitch and 
S. C. Pidgeon, Des Moines business- 
men, have been elected directors of the 
American Mutual Life. Mr. Fitch 1s 
president of the F. W. Fitch Company 
and Mr. Pidgeon is vice-president of the 
Bankers Trust Company. 


a 








Fred Graves of Nashville has been 
appointed by Governor Cooper of Ten- 
nessee as director of insurance and 
bonds in the state treasurer’s office, re- 
placing M. P. Jones, resigned. 


MANAGERS 


Hoghe San Diego Speaker 


R. L. Hoghe, general agent Equitable 
Life of Iowa, Los Angeles, spoke at the 
meeting of the Life Insurance Managers 
Association of San Diego, Cal., on 
“Training of New Men.” He said it is 
necessary to put out fewer and better 
men in order to meet competition. 
Other lines of business are training their 
salesmen better, and are giving them an 
idea of what they will earn when they 





make good, and he said it is up to life 
insurance to do likewise. 


Local Conditions Important Factor 


Local conditions are an important fac- 
tor in training men, B. H. Williams, 
director of sales Southwestern Life, 
pointed out to the San Antonio Life 
Managers Club. It is important to train 
a new man correctly because it is easier 
to form new habits than to correct bad 
ones. 


The opening fall meeting of the 
Wichita General Agents & Managers 
Association is scheduled for Tuesday, 
Sept. 2 











Insurance. 
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President 





Building Future Clients 


"If | had known fifteen years ago what | know now, | would 
have sold more Juvenile Insurance. My what a clientele of 
growing buyers | would have today," a successful Indianapolis 
Life fieldman commented recently. 


The breadwinner is most important and must come first, but 
for teaching thrift, a first lesson in business, and justifiable 
protection for parents, there's often a real place for Juvenile 


With policies for children from birth to age 10, providing full 
death benefits at age 5, and other features just like an adult 
policy, Indianapolis Life Fieldmen are equipped to "build 
future clients" among these young business men of tomorrow. 


In the Juvenile field, as well as in all other fields, where there's 
a need for life insurance, Indianapolis Life provides modern 
policies and sales tools for its fieldmen. 


Agency opportunities in Indiana, 
Michigan, Minnesota, lowa, Texas and California. 


Indianapolis Life Insurance Co. 
Indianapolis, Indiana 


A Legal Reserve, Mutual Company organized in 1905 } 
Over $113,000,000 of Insurance in Force 


Illinois, Ohio, 


A. H. KAHLER 


Second Vice-President 
Supt. of Agencies 


























LIFE REINSURANCE— 
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North American Reassurance Company 
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LIFE SALES MEETINGS 





Columbian National 
Leaders in Chicago 


Sales leaders of the Columbian Na- 
tional Life gathered in Chicago for a 
conference of the western division of the 
Star Producers Club with A. A. McFall, 
vice-president and manager of the 


agency department, in charge. Club 
service pins were awarded, including a 
25-year pin to R. A. Freeman, Idaho 


Falls, Ida., and a 22-year pin to George 
L. Dyer, St. Louis. 

At the business session, Mr. Freeman, 
who averages over $20,000 a month pro- 
duction in a city of 15,000, told the ad- 
vantages of selling preferred risk con- 
tracts. The presentation of such a 
contract appeals to the prospect’s vanity 
because he is able to qualify for such 


coverage, he said. The agent can also 
increase the average size of his policy 
because he necessarily must call on a 


higher type of prospect. 

The sale of preferred risk contracts 
has increased the company’s average 
paid for policy for the first six months 
to $3,975, Mr. McFall pointed out. 

In line with the action of the other 
stock companies, the Columbian Na- 
tional is planning to go on a 3 percent 
reserve basis on Jan. 1, increasing its 
rates and reserve values with no change 
in net cost, Mr. McFall announced. The 
Columbian National recently liberalized 
Its occupational and height-weight re- 
quirements. 


Should Protect Income 


In urging the sale of accident and 
health insurance, R. J. Clancy, Chicago, 
said that an agent is not a capable ad- 
viser if he doesn’t talk about protecting 
a man’s income. Selling accident and 
health insurance is the best wav to 
work out of a slump. There has been a 
decided trend toward selling life insur- 
ance as living insurance and publicity 
features the huge payments to living 
policyholders every year. However, an 
agent is not really carrying out this liv- 
ing insurance theme if he does not sup- 
plement the prospect's life insurance 
program with accident and health cov- 
erage, Mr. Clancy held. In programming 
a prospect's life insurance needs he rec- 
ommended that agents also include an 
accident and health program. 


Aids Old Policyholders 


Methods of developing business from 
old policyholders were outlined by E. B. 
Zirkle, South Bend, Ind. He suggested 
many possibilities for rendering service 
such as bringing beneficiary provisions 
up to date. Policyholders also have sons 
and daughters who make 
pects. 

V. J. Pobrislo, Denver, discussed busi- 
ness building plans, T. A. Johnstone, 
Kansas City, “Selling Retirement In- 
come,’ and R. K. Holden of the home 
othce agency department explained a 
new direct mail plan. 

Among the home office men present 
were William Beardslee, superintendent 
of agencies, and W. L. Sitgreaves, chief 
underwriter. 


Speechless Banquet Held 


A group of about 60 gathered for the 
banquet, which was entirely speechless. 
The group was seated at a special table 
= the big Marine Dining Room of the 

Edgewater Beach Hotel and enjoyed the 
dancing and entertainment. One of the 
guests was Mrs. A. A. McFall, who is 
known in business life as Miss I. G. 
Hayter, secretary-treasurer and actuary 
of National Reserve Life of Topeka. 
Mr. McFall extracted a promise trom 
Mrs. McFall that she would steal none 
of the signals of Columbian National 
Life for the benefit of National Reserve 
Life and with that understanding she 
was taken into the inner circles without 
reservation. 

George Dyer, Sr., general agent at 
St. Louis, took advantage of the occa- 


good pros-- 


sion to boost the candidacy of Gale 
Johnston, group representative of Met- 
ropolitan Life at St. Louis, for trustee 
of the National Association of Life Un- 
derwriters. Mr. Dyer is chairman of 
the Johnston committee and his ambi- 
tion is to have the vote for Mr. John- 
ston be the largest that has ever been 
recorded for any individual in the trus- 
tee contest. 

Mr. Holden has gotten close to the 
field organization in the few months that 
he has been with the company. He is 
a newcomer to life insurance, as he was 
connected with the Furness-Bermuda 
Steamship Line in Boston until the war 
destroyed that business. 

The eastern group of star producers 
that will be in session at Skytop. in the 
Pocono Mountains of Pennsylvania Sept. 
4-6 will number from 60 to 75. 
Penn Mutual Life to Hold 
Midwest Parley Next Week 

Approximately 250 Penn Mutual Life 
agents are expected to attend the annual 
midwest conference at Excelsior Springs, 
Mo., Sept. 1-3. 

“Life Insurance in Action” 
theme of the meeting with President 
John A. Stevenson, A. E. Patterson, 
vice-president, and W. J. Nenner, assist- 
ant to the agency vice-president, sched- 
uled to speak. 

The meeting will open informally on 
Sunday with recreational facilities avail- 
able. A get-to-gether dinner will be held 
Sunday evening. 


will be the 


Four Seminar Groups 


Four seminar groups will be held 
Monday morning with a special session 
for the wives of the delegates. The semi- 
nar chairmen are W. S. Porter, Peoria; 


D. E. Horner, Waterloo; J. W. Lantz, 
Jr., Peoria; and L. T. Moseley, Okla- 
homa City. Wayne Clover, Kansas 


City general agent, will be chairman of 
the session for the wives with addresses 


by Mr. Nenner, Mr. Clover, Edmund 
Connolly, St. Louis general agent; and 
John M. Laflin, Omaha general agent. 


President Stevenson will talk on “Our 
Job” at the noon session. 

J. R. Watson, Oklahoma City, will be 
toastmaster at the annual banquet Mon- 
day night with Tom Collins, Kansas 
City humorist, as speaker. 

James E. Rutherford, Des Moines 
general agent, will be in charge of the 
Tuesday presentation with a sketch en- 
titled “Life Insurance in Action.” Mr. 
Patterson will conclude the conference 
with a talk “Completing Our Job in 


1940.” 
Penn Mutual Coast Rallies 
John A. Stevenson, president Penn 


Mutual Life, met with about 75 execu- 
tives and agents in a sales conference 
in Seattle. He was accompanied by 
Mrs. Stevenson and A. E. Patterson, 
vice-president. They went from Seattle 


to Lake Tahoe, Cal., to attend a sales 
conference of southern Pacific coast 
agents. 


President Stevenson also stopped in 
San Francisco for a visit with Forrest 
J. Curry, northern California general 
agent. He met with agents in that dis- 
trict at a luncheon. 

President Stevenson said he expects 
the National Association of Insurance 
Commissioners will make known its de- 
cision regarding the use of war clauses 
in life policies within the next few 
weeks. He also said there is a marked 
increase in the volume of business being 
received by the companies from men 
between ages 21 and 31 because of war 
conditions, although he does not feel 
that there should be much concern 
among the companies over this situation. 


Reno Agents Rally at Resort 

The conference of the Reno Agency 
of Equitable Society, Chicago, which 
was held at Lake Wawasee, Ind., was 
an excellent combination of business and 


recreation. The first evening a round 
table discussion was held. Speakers in- 
cuded Louis Agatstein, assistant man- 
ager, who discussed business insurance; 
H. L. Couteron, group supervisor, who 
spoke on his specialty; Milton Ladenson, 
group and vizagraph supervisor, who 
spoke on staff insurance; Frank L. 
Howell, assistant manager, on organized 
planning; Roland D. Hinkle, assistant 
manager, on “Preservation of the 
Home”: L. G. Owens, juvenile insur- 
ance; G. J. Kahle, “Work”; E. O. John- 
son, vizagraph supervisor, and T. J. 
Canty on “Why People Buy Life Insur- 
ance.” 

The next day there was a golf tourna- 
ment, boat ride and swimming. That 
evening was held the get together din- 
ner. Mr. Canty served as master of 
ceremonies. There was a quiz program 
and Walter L. Gottschall, director of 
agencies, the guest speaker, gave a talk 
on “Courageous Salesmanship.” 


Oregon Mutual Meeting On 


The annual convention of Oregon Mu- 
tual Life is being held this week at Har- 
rison Hot Springs, Canada. About 70 
are in attendance at the sessions run- 
ning from Tuesday night through 
Friday. 

The home office is represented by W. 
C. Schuppel, executive vice-president; 
R. R. Brown, vice-president and actu- 
ary; W. e Stalné iker, vice-president and 
treasurer; R. W. Calderwood, secretary; 
John a agency secretary; J. S. 
Williams, assistant superintendent of 
agencies, and George Schoeffel, branch 
manager. 


List Pacific Mutual Speakers 


At the convention of the agency as- 
sociation of the Pacific Mutual Life in 
Atlantic City next month, just preceding 
the convention of the National Associa- 
tion of Life Underwriters, there will be 
two outside speakers: John M. Hol- 
combe, Jr., Sales Research Bureau, and 
Don Francisco, president of Lord & 
Thomas, Chicago advertising firm. The 
only other speaker thus far scheduled is 
President A. N. Kemp. 


Policyholders National Rally 


The annual agency conference of the 


Policyholders National Life of Sioux 
Falls, S. D., was held at Pine Beach 
Hotel, near Brainerd, Minn. Officers 


attending were S. H. Witmer, president; 
W. F. Harris, vice-president and actu- 
ary, and H. O. Chapman, secretary- 
treasurer. P. J. Sletterdahl, editor of 
“Northwest Insurance,” spoke on “Why 
Prospects Behave Like Human Beings.” 


Aetna Life Conventions 

The Aetna Life has decided on its 
1941 agents conventions. The eastern 
convention will 43 held at the Cavalier, 
Virginia Beach, Va., June 26-28. In the 
central territory, the headquarters will 
be at the Grand Hotel, Mackinac Island, 
Mich., July 8-10. The far west people 
will gather at Sun Valley Lodge, Sun 
Valley, Ida., July 15-17. 


Joint Conference in Victoria 

The C. J. Sauter agency of the 
Equitable Society, Seattle, and of the 
Richard Berlin agency, Spokane, met in 
a joint conference in Victoria, B. C. 
Representing the home office was Vance 
L. Bushnell, second vice-president and 
head of sales promotion work. 


Imperial Agents Gather 


JACKSONVILLE, FLA.—The Im- 
perial Life of Asheville, N. C., held a 
three-day agency convention here with 
nearly 150 in attendance. O. E. Stevens, 
vice- -president, presided over the busi- 
ness meetings. Other executives present 
included L. T. New, agency supervisor, 
and John H. Ehle, agency secretary. 


Dubuque, Ia. agents of the Central 
Life of Iowa held their annual meeting 
and “old timers” celebration. The group 
represented 11 counties in eastern Iowa 
and Illinois. E. L. Gifford is general 
agent. W. F. Poorman, vice president 
and actuary, and W. H. Fones, were 
present from the home office. 





NEW YORK 


S. B. L. I. PASSES $10,000,000 





Savings bank life insurance in New 
York state has just passed the $10,000,- 
000 mark in life insurance issued since 
the enabling legislation became ettfective 
Jan. 1, 1939. The somewhat jubilant an- 
nouncement made by Judge Edward A 
Richards, president savings bank life 
insurance fund and president East New 
York Savings Bank, glossed over the 
fact that in spite of 17 savings banks 
now being in the system as issuing or 
agency banks, the system wrote less 
business the first half of this year than 
it did in the first half year of 1939, the 
first six months of its existence. 

Judge Richards’ announcement makes 
much of the fact that savings bank life 
insurance is “bought” and not “sold” 
and that not more than $3,000 of insur- 
ance can be purchased from savings 
banks by any one individual. 

In spite of the smaller business done 
in the first half of 1940 then in the same 
period of 1939 Judge Richards evidently 
feels that there is quite a demand for 
savings bank life insurance. 

“The growth of savings bank life in- 
surance at so rapid a rate,” he pointed 
out. “is evidence of the demand for low 
cost over the counter life insurance 





We might be able to 
tell, in this small space, 
what a wonderful Com- 
But— 
people are realizing 


pany we are. 


more fully than ever be- 
fore, what a wonder- 
ful institution is life 
insurance. So we only 
say — that's our bus- 


iness! 


Nat Nhonalyz? i 
Insurance Company, 


Madison, Wis. 











The Boston Mutual 
LIFE INSURANCE CO. 


is an old New England company 
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It is known for its conservative 
management and strength. It 
has just completed its fortieth 
year as a legal reserve company. 
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among voluntary purchasers. Savings 
bank life does not reach the person 
who has to be sold. The individual must 
take the initiative by applying for it at 
a savings bank. To such individuals it 
offers very liberal policies at low cost.” 


Judge Richards expects the recent 
amendments to the law to bring more 
banks into the system. These amend- 


ments make it easier for the participat- 


ing banks to raise the necessary guar- 
anty funds. 
JONES EARLY WILLKIE BACKER 


general agent emer- 

Mutual Life in New 
and veteran treasurer of the 
National Association of Life Under- 
writers, was one of the earliest to urge 
Wendell Willkie for Republican nominee 
In a letter, written May 24, 1939, Mr. 
Willkie thanked Mr. Jones for urging 
that Mr. Willkie be nominated on the 
Republican ticket. That was more than 
a year before the Republican conven- 
tion which nominated Mr. Willkie. In 
his letter to Mr. Jones, Mr. Willkie con- 
cluded by saying that “the nomination 
suggestion, of course, is a joke.” 


CHICAGO 


Leads New York Life in 
Chicago: Wins Club Honors 


Milton M. Bernstene of the Frederick 
Bruchholz agency led the New York 
Life in pro- 
duction in Chi- 
cago during 
the past club 
year and qual- 
ified as one of 
the five vic2- 
presidents at 
large of the 
nation - wide 
yop © tw b. 
Mr. Bernstene 
who is only 35 
has been with 
the New York Life 16 years during 
which time he has been a $200,000 Club 
member for seven years and a Top Club 
member for the last seven years. He is 
a nephew of the late C. J. Morris, 
agents counsellor in Chicago for many 
years. 


Robert L. Jones, 
itus of the State 
York City 








M. M. Bernstene 


J. S. FREDRICKSON TO MOVE 

The office of the central branch of 
the New York Life under Manager J. 
S. Fredrickson, 39 South LaSalle street, 
Chicago, will be moved next month to 
the fifth floor at 134 South LaSalle 
street, where the clearing house and 
other home office service departments 
are located. The central branch is the 


oldest agency of the company in Chi- 
cago. Mr. Fredrickson took charge of 
it in 1937. In 1907 the old Fischer 


branch and the old Tribune branch were 
combined into the central branch and J. 
A. Campbell was manager. About this 
time this branch became the biggest pro- 
ducer for New York Life in the country. 





WILL HOLD OPEN HOUSE 

Pilkington & Giese, the new general 
agency of the Bankers Life of Nebraska 
for Chicago, will hold open house the 
afternoon of Sept. 17 at their office at 
208 South La Salle street. 





Knott to Get Ser Semeur 
TALLAHASSEE, FLA—Under a 


State supreme court decision Commis- 
sioner W. V. Knott will receive $1,500 
increase in salary and have $500 a year 
added to his retirement pay. Because of 
his doubt that the 1939 appropriations 
act really authorized an increase in Mr. 
Knott’s salary, the state comptroJer re- 
fused to pay Mr. Knott the additional 
compensation, so Mr. Knott took his 
Case to the courts. Mr. Knott’s term 
expires Jan. 7, 1941, and he is not stand- 
ing for reelection. 


Every agent should read Carroll C. 
Day's “Little Red Wagons and Little 
Red Boots.” Send $1 for eight copies to 
National Underwriter. 


NEWS OF LIFE 


ASSOCIATIONS 





14 Candidates 
for Nine Positions 


The most recent checkup in the pre- 
election situation in the National Asso- 
ciation of Life Underwriters indicates 
that there are 14 whose names have at 
least been mentioned in connection with 
the eight vacancies on the board of trus- 
tees and for the position of secretary. 
For a good many of this number, a deti- 
nite campaign is under way while the 
names of some have merely been men- 
tioned without much of an organized 
campaign in their a 

The 14 are: W. H. Andrews, Jr. 


ferson Standard pe Flan vit E. W. 
Baker, John Hancock Mutual, Louts- 
ville; Earl F. Colborn, Connecticut 
Mutual, Rochester, N. Y. (incumbent); 
O. T. Cropper, Aetna Life, Topeka; W. 
W. Hartshorn, Metropolitan, Hartford; 
H. A. Hedges, Equitable Life of Iowa. 


Ray Hodges, 
(now secre- 
Sun Life ot 


(incumbent); 
Cincinnati 


Kansas City 
Ohio National, 
tary); A. LeRoy Johnson, ) 
Canada, Jacksonville, Fla.; Gale F. 

Metropolitan Life, St. Louis; 


Johnston, 
Roderick Pirnie, Massachusetts Mutual, 


Providence; Roy Ray Roberts, State 
Mutual Life, Los Angeles; James. E. 
Rutherford, Penn Mutual, Des Moines 


(incumbent): Earl H. Schaeffer, Fidel- 
ity Mutual Life, Harrisburg, Pa.; and 
Grant Taggart, California- Western 
States Life, Cowley, Wyo. (incumbent). 
Julian Mvrick, manager for Mutual 
Lite in New York City, is not included 
in that list because there apparently has 
been no sort of organized campaign for 
his reelection as trustee. His term is 
expiring at this time. It is known. that 
some of Mr. Mvrick’s closest friends 
insist that Mr. Myrick should be re- 
tained on the board as long as he is 
willing to serve. It seems certain that 
Mr. Myrick has given no indication that 
he will not consent to be reelected. He 
should appear in any list of possibilities. 
Topeka—M. A. Linbock, president of 
Citizens National Bank of Emporia, Kan., 
gave a talk on the relationship of life 
insurance, banking and trust company 
service. 
Boston—A. will be 


one-day seminar 


held Sept. 16, in charge of J. M. Hol- 
combe, Sales Research Bureau. Clyde 
F. Gay will be in charge of arrange- 
ments. 


Cineinnati—C. C. Day, general agent 
Pacific Mutual, Oklahoma City, will open 
the 1940-41 season Sept. 16. 

Raleigh, N. C.—A barbecue 
at Pinetops with Commissioner 
a guest. 

Fort Worth, 
sponsored also by 
was held at Casino 
general agent Pacific 
cis Bray, general agent New England 
Mutual, both of Houston, were guests 
of honor. Mr. Bauman is president and 
Mr. Bray, secretary of the Texas state 
association. Guests from Dallas, Hous- 


was held 
Boney as 


Tex. A dinner dance, 
the managers’ club, 
Park. Jul Baumann, 
Mutual, and Fran- 





ton and San Antonio were among the 135 
who participated. 
Buffalo—At the first fall meeting on 
Sept. 7 Carroll C. Day, Oklahoma City 
general agent Pacific Mutual, will speak. 
Cleveland—At the first fall meeting on 
Sept. 13, Lieut. Col. L. A. Codd, executive 
secretary of the Army Ordinance Asso- 
ciation, will speak on national defense. 
The annual northeastern Ohio sales 
congress, sponsored by the Cleveland as- 
sociation, will be held Nov. 9. Howard 
Kelly, Phoenix Mutual Life, is chairman. 
Cumberland, Md.—A program for fur- 
nishing free information and advice to 
life policyholders has been worked out 
by Commissioner Gontrum of Maryland 
in cooperation with the Cumberland as- 
sociation, 

c. F. Stein, insurance department ac- 
tuary, has been delegated by the com- 
missioner to visit Cumberland twice a 
month and conduct an insurance clinic. 

Bay City, Mich.—A. W. Boehringer, lo- 
cal manager Social Security Board, ex- 
plained the workings of that institution. 
There have been some changes in the 
law and he brought the information up 
to date. F. D. Burdick, Metropolitan 
Life, who is president and Charles Por- 
ter, national committeeman were elected 
delegates to attend the national conven- 
tion at Philadelphia. 

Baltimore—The 
nual outing was the 
tween the “Ordinaries” 
trials.” The “Industrials” 
W. J. Keneally, Metropolitan, was mana- 
ger of the “Industrial” team, and L. V. 
Godine, Northwestern National, of the 
“Ordinary” team. Guests of honor were 
Governor O’Conor, and Commissioner 
Gontrum of Maryland. 

Wichita, Kan.—A. N. Booth, general 
manager of the Wichita chamber of com- 
merce and former general agent of the 
Massachusetts Mutual in Wichita, spoke. 
Earl Reed, Equitable of Iowa, program 
chairman, will soon release complete 
programs for the year. F. F. Frisbie, 
Prudential, has been renamed national 
committeeman. 


highlight of the an- 
baseball game be- 
and the “Indus- 
won 3 to . 


Emporia, Kan.—A “life underwriters 
family meeting’ was staged Aug. 2% 
with a varied program, the talent being 


recruited entirely from among the mem- 
bership and their families. 

Hutchinson, Kan.—New officers are: 
Lester W. Hoover, Continental Assur- 
ance, president; D. J. Wilson, Equitable 
Society, vice-president, and 3ert S. 
Berry, Travelers, reelected secretary- 
treasurer and* national committeeman. 
A. L. Oswald, Hutchinson, attorney and 
former mayor, spoke on “Responsibili- 
ties in the 1940 Election.” 

Dodge City, Kan.—The fall meeting 
will be held Sept. 7. Officers named at 
the organization last spring at the time 
of the annual sales congress are holding 
over. 

Atlanta—The annual outing was 
at North Fulton Park with 250 in 
ance. 


held 
attend- 


Los Angeles—Members of the trust 
council and the Southern California 
Trust Officers Association, heard Roy H. 
Booth of the Shawmut National Bank, 
Boston, give an address on “Life Insur- 
ance and Trust Councils.” 

President H. L. Belden pointed out 


that it was necessary for the insurance 








money. 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


$82 Market Street 437 S. Hill Street 
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ILLINOIS 
WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
811 W. Wacker Drive, Chicago 

















DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
100 N. La Salle St. Chicago, Illinots 
Telephone State 1336 














HARRY S. TRESSEL 


Certified Public Accountant asd 
Actuary 
10 S. La Salle St., Chicago 


Associates 
UM. Wolfman, A. A. 
N. A. Moscoviteh, 
L. J. Lally 


x &. Franklin 4626 
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Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indtanapolis—Omahu 











HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 
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FACKLER & COMPANY 


Consulting Actuaries 
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S. H. and Lee J. Wolfe 


Lee J. Wolfe 
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Joseph Linder 
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E. P. Higgins 


THE BOURSE 





PHILADELPHIA 




















FteNATIONAL UNDERWRITER 


August 30, 1940 











il PROPERT 





|\DIRECTORY | 


Y MAN AGEMEN T 





@ The property management firms whose names are shown on this page have been selected after 
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ALABAMA 


ILLINOIS (Cont.) 


MICHIGAN (Cont.) 


OHIO (Cont.) 





ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT 
LEASES 


BIRMINGHAM, ALABAMA 


SALES 
APPRAISALS 








HOOKER and SLOSSON 


140 South Dearborn St. 
APPRAISALS 


Property Management 
Sales 
Leasing 
JOHN P. HOOKER, M. L. A. 
Complete Service Metropoliteon Ares 








L. A. EWALD, INC. 


PROPERTY MANAGEMENT 
APPRAISALS — GENERAL 
REAL ESTATE 


L. A. Ewald, M. A. I. 
2536 Union Guardian Bldg. 
Detroit 














HOWARD R. BURGESS AND CO. 


Member M. A. I. 
Property Management 
Appraisals 
Leasing—Selling 
Mortgage Loans 
Complete Real Estate Service 

Also Servicing Dayton 
Home Office—Neave Bldg. 
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109 South Main Street 
LITTLE ROCK, ARKANSAS 


428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 





CALIFORNIA 





Property Management 


SALES—INSURANCE 


Loans—Rentals 
Member Mortgage Bankers Association 


CARL F. BURRELL 


Security Title Insurance Bldg. 
LOS ANGELES, CALIF. 











FLORIDA 





Property Management 
Mortgages—Sales 
Appraisals 


«. HAUGHTON -. 


COMPANY 
108 West Bey St. Jacksonville, Floride 





ILLINOIS 





Ralph W. Applegate and Co, 


SALES AND LEASES 
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COMPLETE MORTGAGE FINAWOINe 
GENERAL INSURANC 
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Chieage Real Estate Beard 
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600 GRIS WOLD ST., DETROIT 








National City Bank Bldg. 
CLEVELAND 











Klein & Kuhn 








H. G. WOODRUFF, INC. 


MORTGAGE LOANS 

















Wheeler Kelly Hagny 


Trust Company 
Wichita, Kansas 











KENTUCKY 





PROPERTY MANAGEMENT 
Appraisals 


GOODMAN ano HAMBLETON 


INC. 


6th Floor, Louisville Trust Bldg. 
Harry W. Goodman, Appraiser 











THE CUYAHOGA ESTATES CO, 


Mortgage Loans, Property 
Management, Appraisals 


Hickox Building 
C. A. Mullenix, M.A.I. 
Pres. & Treas. 


Cleveland, Ohio 











Guaranty Building Real Estate—Management 
Indianapolis Appraisals—Insurance 
Direct Correspondent 
SALES APPRAISALS for ; 
LEASES Life Insurance Companies 
Union Guardian Bldg. 
Property Management DETROIT, MICH. 
KANSAS 
: MINNESOTA 
Complete Real Estate Service 
¢ PROPERTY MANAGEMENT M. R. WATER NS. INC. 
¢ SALES + RENTALS . me & SONS, : 
e MORTGAGE LOANS 
The Property Management 


Leasing—Selling 
Mortgage Loans 


Covering Metropolitan Area 
Twin Cities 


MINNEAPOLIS, MINN. 


Steller-Carpenter-Stofer, Inc. 


Complete Real Estate Service 
City Wide 
Property Management 
Sales 
Leasing 
1900 Euclid Ave. 
CLEVELAND 














DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 











Property Management and Sales 
Mortgage Loans 
Appraisals Member of M.A.I. 


The Wm. J. Van Aken 
Organization 
1715 Euclid Ave. Cleveland, Ohio 
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Continental Iinois Bank Bldg. LOUISVILLE, KY. Pn 
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MICHIGAN OHIO 
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APPRAISALS RESEARCH Mortgage Loans ' 
wie Second National Bldg. 
— CHICAGO — Estates Akron, Ohio 











REAL ESTATE 
Property Mgm’t. Mtge. Loans 
Appraisals Surety Bonds 
Insurance Sales 
F.H.A. Approved Mtgee. 
CONSULT 


Wm. YP. Zinn & Co. 


Dependable since 1906 


81 Expers—a0 hn. aa 





37 North Third” ‘St. > Ohie 














XUM 











XUM 


August 30, 1940 


LIFE INSURANCE EDITION 





- 


15 








men and trust officials to display greater 
cooperation than has been the case in 
the past, in order fully to carry out the 
privileges of each to aid their clients. 


Texas—Jul B. Baumann, Pacific Mutual 
Life, Houston, president of the Texas as- 
sociation, was honored by the Beaumont 
and Port Arthur associations at a din- 


ner. It was originally scheduled for 
Aug. 7 but was postponed because of the 


storm which swept the east Texas coast 
early in August. 


Little Rock, Ark.—Taxation and life 
insurance were discussed by A. F. House, 
Little Rock lawyer. Wallace Townsend, 
Little Rock lawyer, spoke on “Thoughts 
Suggested by the Federal Life Insurance 
Inquiry.” 





In the Sage month drive in honor of 
President D. Y. Sage officials of the 
Southern Life of Georgia are making an 
air tour of Georgia and Florida, visit- 
ing agents in order to stimulate produc- 
tion. 


LIFE AGENCY CHANGES 





Guarantee Mutual Makes 
Changes in Utah, Fort Wayne 


J. L. Feusner, until recently Utah 
manager Pathfinder Life, is appointed 
general agent in Utah, with headquar- 
ters in Salt Lake City, for Guarantee 
Mutual Life. W. L. Tuller, who has 
been Salt Lake City general agent for a 
number of years, remains with the com- 
pany but will devote his time to per- 
sonal production. 


J. L. Armstrong has been made gen- 
eral agent at Fort W ayne, succeeding 1% 


E. Kenney, who recently resigned. Mr. 
Armstrong has represented Guarantee 


the Fort Wayne territory 
since 1934 and has been active in the 
company’s App-a-Week Club and other 
production clubs for several years. 
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Berkshire Life Makes 
Changes in Mass. and Ohio 


Berkshire Life is consolidating its gen- 
eral agencies in Springfield, Mass., and 
Pittsfield, Mass. The combined office 
will be known as the Western Massa- 
chusetts Agency, and will be located in 
Pittsfield. A district office will be main- 
tained in Springfield. Lowell M. Clucas, 
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who has been general agent at Pitts- 
field, is in charge of the combined 
agency. He has been with Berkshire 
Life 20 years, and has been a member 
of the Million Dollar Round Table 

Charles E. Petillon, who has been in 
charge of the Springfield office, will 
hereafter be connected with the Furey 
general agency at Pittsburgh. 

Berkshire Life also announces the ap- 
pointment of Frank C. Holloway as 
general agent in Dayton, O., with offices 
in the Third National Bank building. 
He has been general agent for Pacific 
Mutual Life in Dayton for the past 13 
years. He has been a successful agency 
organizer and a_ substantial personal 
producer. 


J. K. Flack Conn. Manager 
for Equitable Life of lowa 


The Hoey & Ellison Life Agency of 
New York, general agents for Equi table 
Life of Iowa, have appointed James K. 
Flack as manager for Connecticut, with 
offices at New Haven. 

Mr. Flack has been associated with 
the New York branch of Canada Life 
since 1938, and in March, 1940, was ap- 
pointed supervisor of that office. He 
has been most successful as a full-time 
producer and as a recruiter and trainer 
of new agents. 

In 1937 he won the distinguished 
service award as the most outstandin 
young man under 35 years of age 
Brooklyn. 





Roberts to Rochester Post 

David Roberts, who has been super- 
visor of Mutual Benefit Life in the Clay 
Hamlin agency at Buffalo, has been ap- 
pointed general agent at Rochester, N. 
Y. James T. Purvis replaces Mr. Rob- 
erts at Buffalo as supervisor. Mr. Rob- 
erts was at one time connected with 
Equitable Society at Syracuse. 





Rutherford’s Territory Enlarged 

Territory of the Des Moines agency 
of the Penn Mutual, James E. Ruther- 
ford, general agent, has been increased 
with the addition of nine counties 
around Ottumwa and Iowa City. Dis- 
trict offices will be established in those 
two cities. 

The agency held a house warming in 
its new quarters at 1111 Fleming build- 
ing, with Clarence Cooper, Jr., assist- 
ant manager of the training department, 
representing the home office. He for- 
merly was a member of the Des Moines 
agency. 


NEWS BRIEFS 


Leonard Voelker has been appointed 
district agent of the Bankers Life of 
Iowa in Tacoma, Wash., by Milton A. 
Link, western Washington agency man- 
ager. 

Hugh Hornaday, for 16 years office 
manager of the Penn Mutual Life in 
Kansas City, has resigned to enter per- 
sonal production for the Wayne Clover 
agency there. He is succeeded by John 
Young of Newark. 

L. H. Libby, for ten years an agent 
of the Massachusetts Mutual Life in 
Springfield, Mass., will become manager 
of the underwriting department of the D. F. 
Nesbitt agency of the Columbian Na- 
tional Life in Boston, giving especial at- 
tention to production of accident busi- 
ness. He is president of the Springfield 
C. L. U. chapter. 

C. F. Gaudet, for many years repre- 
senting the Metropolitan Life at Lud- 
ington, Mich., has been appointed dis- 
trict agent there by the Northwestern 
Mutual Life, reporting to the Grand 
Rapids agency. 








Offers Philadelphia Registrations 

CAMDEN, N. J.—The Louis F. Paret 
agency of the Provident Mutual Life in 
Philadelphia and Camden is offering a 
free registration fee of $5 for the annual 
meeting of the National Association of 
Life Underwriters to agents meeting 
their third quarterly quota in paid for 
business by Sept. 21. 
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four N. F. C. societies responded to a 
request for information on their welfare 
acuvities, Mr. Williams noted. Local 
lodges have paid many thousands of 
dollars to help keep insurance of needy 
members in force and many other thou- 
sands for flowers, fruit and * ‘sunshine”’ 
cards for the sick or in case of death. 
Food, clothing and fuel for needy mem- 
bers totals a large item. There have 
been spent hundreds of thousands ct 
dollars on hospitals, sanitoria and nurs- 
ing service for members, for child wel- 
fare, care and support, for homes for 
the aged, donations for fire, flood and 
storm sufferers, for taxes and rent for 
needy members, donations to commu- 
nity chests, Red Cross and similar or- 
ganizations. 


Musters 9,000 Blood Donors 


One society reported a blood donors 
program, with 9,000 members who vol- 
unteered to give their blood if necessary 
and 2,000 who already have given trans- 
fusions. This charity item in the one 
society alone saved patients approxi- 
mately $50,000 in transfusion fees, the 
committee stated, and helped reduce 
illness expense because of more rapid 
recovery of the patients. 

One hundred societies reported estab- 
lishment of scholarship funds to assist 
needy students to secure an education. 
There have been other contributions for 
Christmas baskets, sunshine clubs, 
physical education, gifts to the blind, 
support of camps for boys and girls, as- 
sistance and maintenance of health cen- 
ters, promotion of first aid classes, and 
in many instances donations of persons 
other than members. 


Great Rehabilitation Work 


“We cannot estimate the value of tie 
works of rehabilitating children or adults 
and sending them back into-the social 
and business life of the country,” the 
report stated. “We cannot estimate in 
dollars and cents the value of the patri- 
otic lessons taught to the children in our 
junior meetings. We are satisfied that 
we are robbing our jails, penitentiaries, 
and other institutions of inmates because 
of the higher ideals that we are teach- 
ing these boys and girls and the help we 
are giving to them to make them useful 
citizens, rather than possible criminals.” 

Fred A. Johnson, supreme vice2- 
archon, Royal League, Chicago, ren- 
dered the report as chairman of the com- 
mittee on lodge activities. The report 
detailed what societies are doing to keep 
in touch with the activity programs of 
their local lodges through the medium 
of periodical, formal reports. Societies 
which responded to a special question- 
naire on the subject were A. O. U. W 
of Minnesota, A. O. U. W. of North Da- 
kota, Artisans Order of Mutual Protec- 
tion, Bohemian Catholic First Central 
Knights of Columbus, Neighbors 
Protected Home Circle, 
Woman's Benefit. 


Union, 
of Woodcraft, 
Royal League, 


Field Work Recommendations 


Three recommendations were made 
by the committee on field work headed 
y F. B. Mallett, Protected Home Cir- 
cle. All N. F. C. societies which employ 
paid field workers should support the 
movement to have field men study the 
fraternal sales training course and seek 
the “fraternal insurance counsellor” de- 
gree. The committee commended the 
study of a special committee on persis- 
tency of business, which was seen as an 


important step in the permanent im- 
provement of the’ societies’ collection 
system, and urged study of the persis- 


tency record. It was also recommended 
that the clearing house record of dis- 
charged employes maintained in the 
Chicago executive office of the N. F. C. 
be more fully used and before a repre- 
sentative is employed from another so- 
ciety a complete investigation be made. 

“The more careful selection of our 
representatives and better training of 
them have made marked progress which 


should be greatly increased,” the com- 


mittee concluded. 


EXECUTIVE REPORT 








In the report of the executive com- 
mittee and of Foster F. Farrell, execu- 
tive secretary-treasurer-manager, it was 
noted that 159 legislative bills were re- 
viewed and digested in the executive of- 
fice in the last year, of which 60 applied 
directly to fraternal societies and 24 
were enacted into law. 

The N.F.C. has enlarged its scope of 
operations, he commented, and now 
handles many matters formerly handled 
by individual societies. The number of 
problems has increased steadily in the 
last five years, Mr. Farrell said, and 
more perplexing ones are ahead. Socie- 
ties must be united and prepared for any 
eventuality. The number of affiliated 
societies July 31 was 85, an increase of 
one in the last 12 months, and four were 
admitted in the year, the Catholic 
Knights of St. George, Concordia Mu- 
tual Benefit, Neighbors of Woodcraft 
and North Star Benefit. 


Financing Debated 
by Fraternals 





(CONTINUED FROM PAGE 2) 
subject, calling on others to contribute 
their experiences. 

General agents do not feel the same 
responsibility toward the — society’s 
money that they have toward their own, 
theretore the society must keep control 
of financing done through managers and 
general agents, Mr. Neprud said. Some 
sort of credit rating of agents should be 
maintained for the purpose of making 
advances. The societies scarcely can af- 
ford to start a new agent right off on 
an advance. Agents who are financed 
should be required to give regular re- 
ports on the use of their time. He sug- 
gested that if they are unwilling or slow 
in doing this, the financing can be with- 
held until they respond. 

Agents must write good business to 
make money, he said. They cannot af- 
ford to write much of the lower pre- 


mium insurance. Mr. Neprud detailed 
his society’s attitude toward financing 
agents. 


He discussed the Louis Behr pros- 
pecting plan published by “Diamond 
Life Bulletins.” Lutheran Brotherhood 
employs this system. It has been found 
very practical and effective, Mr. Neprud 
said. 


‘Others Who Took Part 


Miss Cora L. Newman, extension ac- 
countant and secretary to President 
Marks, A. O. W. of North Dakota, 
discussed her society’s practices. Louis 
T. Duffy, chief organizer C. O. F., Chi- 
cago, also took part in the discussion. 
His society is noted for its large pro- 
portion of monthly premium business 
and for the high persistency. Another 
discussant was I. W. Smith, actuary A. 
O. U. W. of North Dakota. 

Mrs. Grace W. McCurdy, head of 
Royal Neighbors, Rock Island, IIl., dis- 


cussed campaigns and rallies. Women’s 
societies have to work along different 
lines than men’s societies, she said. 


Most of the agents are housewives. The 
chief task is securing fuller cooperation 
of members which is done by promoting 
lodge activities. The campaigns should 
have interesting titles and features, she 
said. It was found merchandise prizes 
had little apneal. 

Mrs. Frances Buell Olson, head cf 
Degree of Honor, was called by Mrs. 
McCurdy to tell of her experiences with 
campaigns. Her society’s contests usu- 
ally are tied in with a trip which the 
workers can win. The lodge system is 
the basis of all work, and cooperation 


by the local women is an important fac- 
tor. Campaign closely follows campaign. 

Mrs. Jeanie Willard, Beaumont, Tex., 
field director Woodmen Circle, told ot 
rallies and contests. As with Degree 
ot Honor, the campaigns are almost 
continuous. The ettort is to maintain as 
nearly level production as possible. Mrs. 
Juha C. Gil, Los Angeles, California 
state manager Womans Benefit, con- 
tributed to the discussion. Mrs. Anna 
R. Downs, head of Women’s Catholic 
Order of Foresters, Chicago, believes 
the best stimulation of sales comes 
through promoting lodge activities. 
Members are expected to field 
workers. 

Most societies, it 
members who help 
managers are entitled to 
for the time thus spent, 


assist 


appears, feel that 
state and district 
remuneration 
and pay a flat 


sum per thousand for this service, vary- 
ing with the society. : ; 
Mrs. Minnie Hiner, head of Neigh- 


bors of Woodcraft, Portland, Ore., said 
lapsation would be much reduced if the 
percentage of annual premium business 
were increased. 


C. G. Irish of Chevrolet Motor Com- 
pany’s division in Baltimore, told the 
story of Peter B. Kyne’s “Blue Vase 


and delivered an inspirational talk on 
stick-to-itiveness. 


Benz Extends Greetings 


Vice-president Benz greeted the field 
managers group, saying societies shouid 
do everything possible to assist the man- 
agers in their objectives of selecting and 
training better field men and women. 
Americans are becoming more aware ot 
the necessity of national strength, which, 
he said, comes only from the strength 
of its individuals ‘and its institutions. 
America is the unnamed beneficiary of 
every outstanding policy. Life insurance 
has proved the Gibraltar in the chaotic 
times of the last few years. Society ofti- 
cials can help to build national strength 
by improving their own organizations, 
in home office and field, he said. Socie- 
ties must be frank and above-board with 
the citizens. They should have as their 
objective the building of true social se- 
curity. 

Mr. Benz thus sounded the keynote 
of his administration, “<% later in the 
week he was elected N. F. C. presiden:. 

John: i. -Lattle, aa Maccabees, 
secretary of the field managers, read a 
report on the fraternal sales training 
course and the F. I. C. (Fraternal In- 
surance Counsellor) degree sponsored by 
the group. 


RECRUITING, TRAINING 


O. R. Christofferson, chief recorder- 
treasurer North Star Benefit, Moline. 
Ill., whose society has had an unusual 
increase in new business this year, told 
in a paper on recruiting and training 
how this was accomplished. He was 
recently appointed and faced the prob- 
lem of organizing a competent field 
force. The society, he said, could have 
hired experienced men by offering ex- 
tra inducements. But it was decided to 
secure inexperienced salesmen and train 
them in a school. The man selected tc 
do this training was Vaughan B. Moore, 
field manager, who spoke, telling of his 
methods. The quota set for 1940 was 
double that of 1939. A newspaper adver- 
tisement was run offering a life insur- 
ance school and public speaking. A rat- 
ing chart is used to qualify students 
before thev are admitted. There are eight 
sessions completed in one month, de- 
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voted to fundamentals, sales technique 
and intormation about the society, 
About 75 percent are graduated, and 
graduates’ average production in a year 
1s $36,000. They are on a part-time ba- 
sis at first, but 1ater if they show a good 
record are asked to go on tull tme, 
Atter graduauon each student attends a 
weekly agency meeting and continues 
his training. 

Graduates are seen also as good cen- 
ters of innuence. ‘Lhe scnooi, Mr. Moore 
said, builds prestige tor the tield super- 
visor and the society. betore the stu- 
dent can see North Star he must own a 
North Star certificate. 

fight schools have been held this 
year, those in Chicago producing over 
3100,00U of paid business, and in ail over 
$500,000. 


STARTS FROM SCRATCH 


Mr. Christotterson explained that Dee, 
1 last year, Nortn Star nad no sales 
force or any kind. Wualincations are: 
at ieast hign scnool educauon, of the 
“mixer” type, preterapiy with college 
education, how iong in community (at 
least three years); whether he owns jue 
insurance; at least two years in preseit 
position. The society is not interested 
In men past 40, but has no preterence 
as to married or singie. The pracket is 
ages 21 to 40. Lhe method used is joint 
work. Organized sales taiks are used. 
Mr. Moore said the pubic speaking 
practice is more useful than anything 
else in the course. They learn how 10 
speak and lose the fear of talking to 
people. A, quota of 25 organized saies 
talks 1s set tor the student, who is urged 








to give the talk to his triends. ‘he so- 
ciety 1s not interested in people who 
retuse to canvass their friends. The so- 


ciety does not believe in proselyting 
agents of other societies and old line 
lite companies, and will not employ 
them. Students get full commission un- 
der a 50 percent graded contract. 


Concentrating in Cities 


The program is being employed now 
only in urban territories, and preferably 
in cities of 50,000 or over. Until North 
Star puts in force a certain amount of 
business by these methods, rural terri- 
tory will not be worked, as_ business 
there is more expensive to get, Mr. 
Moore said. North Star does no lodge 
work, its local meetings being only so- 
cial gatherings. 

PB. Mallett, field manager Protected 
Home Circle, spoke on supervision in 
the discussion. Without supervision oi 
new men, he said, it is too costly to 
take them on. 

Modern Woodmen’s practices were 
told by John C. Phillips, chief organ- 
izer and assistant to the president. The 
society believes in employing part-time 
agents, and the commission scale makes 
it attractive for district managers to de- 
velop part-time agency staffs. Modern 
Woodmen gets an inspection report on 
every prospective agent, he said. It does 
not believe in raiding agency staffs of 
other life insurance a 

George Francis, A. O. U. W. of Min- 
nesota, commented on pe Pk schools 
of old line life companies in Minnesota. 
His society has many lodges in rural 
territory. It is not possible to concen- 
trate on urban business as does North 
Star, and ignore rural. Most of the 

(CONTINUED ON PAGE 18) 
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Recommendations in 
Persistency Report 


A number of recommendations on 
methods of conserving business were 
made by the special committee on per- 
sistency of new business and related 
matters in its report presented before 
the presidents’ section of the National 
Fraternal Congress at the annual meet- 
ing in Baltimore this week. J. C. Phil- 
lips, assistant to the president Modern 
Woodmen, is committee cman. the 
other members being F. J. Gadient, ac- 
tuary Modern Woodmen; N. i1- 
liams, president Equitable Reserve; 
Alex O. Benz, president Aid Association 
for Lutherans, and J. E. Little, actuary 
Maccabees. The committee  recom- 
mended: 

1. Better underwriting practices 
which would encourage field men to 
write applicants who are steadily and 
gainfully employed and in financial po- 
sition to meet premium obligations. “So- 
cieties should frown upon the writing of 
applications from men or women who 
have poor credit standings in their local 
community, who work only spasmod- 
ically, whose income is in the lowest 
bracket, etc.” 


Question of Reducing Exposure 


“2, It is recognized that the more 
exposures there are to a certain hazard 
the greater the chance is for the hazard 
to materialize. The old law of averages 
gets in its best licks against the society 
where a large percentage of the new 
business is written on the monthly pay- 
ment plan. Field men must be educated 
to sell on a different basis. Thirty per- 
cent of the total first year lapsations oc- 
cur during the first six months of mem- 
bership. A large percentage occur dur- 
ing the first and second months. Much 
of that could be avoided if business were 
sold on at least a quarterly basis. 

“3. It is a well established fact that 


insurance which is sold for a_ specific 
purpose persists better than that sold 
only on general principles. The same 


thing is true where the benetits are pay- 
able in other than a lump sum. lf tield 
men will try to place the business for a 
specific purpose and to have the benefits 
payable over a definite period of months 
or years, the lapsations will be reduced. 

igs § will also be discovered that larger 


amounts of insurance are sold if the 
benefits are payable as income. It 
sounds like a lot of money to refer to 


$1,000 or $2,000 payable in a lump sum, 
yet when this amount is spread out in 
monthly installments and it is discov- 
ered that $1,000 will pay $75 per month 
for about 13 months and that $2,000 will 
pay $75 per month for only 27 months, 
it usually develops that more than that 


sum is required to meet the needs of 
the applicant. 
“4. Field men should be trained to 


collect the first premium with the appli- 
cation. The applicant should be required 
to have a financial interest in the trans- 
action from the moment he signs the ap- 
plication. With the customary limita- 
tions, he can be insured from the date 
of the application by paying the full 
premium on the basis selected and his 
chances of cooling off and backing out 
before the certificate comes back to him 
are greatly lessened. 


Notification of Delinquencies 


“5. Notify the field man when a first 
year case written by him becomes de- 
linquent. Do this as soon as the report 
showing non-payment reaches the head 
office. There is just as much money in- 
volved for the field man as there was 
when the case was written, and certainly 
he should have just as much interest in 
reinstating it as he had in writing it.” 

A part of the report was devoted to 


presenting the replies to a question- 
naire. The committee noted it was ap- 
parent in these replies that many so- 


cieties did not keep complete statistical 
records regarding lapsation of new busi- 
ness written in the first vear. It was 
urged as wise for all societies to take 
steps to do that as it is a recognized fact 
that heavy lapsation occurs in the first 
year of membership. The committee 
said if many societies should keep such 
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vice-archon Royal League, Chicago; E. A. Horton, vice president Knights of Pythias, 
Indianapolis; D. A. W. Bangs, manager municipal investment department Knights 
of Pythias and son of George A. Bangs, managing director. 

Bottom—group of Catholic Order of Foresters head office officials—John E. 
McCabe, Superior, Wis., high trustee; Louis T. Duffy, Chicago, director of organiza- 
tion department: Thomas H. Cannon, high chief ranger; Thomas R. Heaney, high 


secretary, and Dr. James G. McGrath, high medical examiner, all of Chicago. 


records the information would be valu- 
able to all societies due to the larger and 
wider experience which could be re- 
viewed. 


Gleaner Life Home to Hold 
10th Year Celebration 

Gleaner Life on Sept. 12-13 will cele- 
brate the 10th anniversary of the dedi- 
cation of the Great Slocum Gleaner 
Memorial Home—the benevolent branch 
of the society which cares for aged 
members who are destitute. 

The home is a former mansion, situ- 
ated in the college town of Alma, Mich 
Men and women are housed under one 


roof. They take part in various proj- 
ects, there being the care of formal, 
rock, rose, cutting and vegetable gar- 
dens. A homelike atmosphere is main- 
tained. For recreation there are shuffic- 
boards and horseshoe courts, and a 
guest house provides a picnic place for 
the members who go to inspect the 


home and grounds. 

The home is supported entirely by free 
will offerings. Members hold fall festi- 
vals to raise money for maintenance of 
the home. An open house will be held 
at the home this year. 


Hough Is Field Superintendent 


Harry H. Hough, formerly of Toledo, 
O., for 15 years Ohio state manager of 
Gleaner Life, and also director, was ap- 
pointed field superintendent by the sv- 
preme council. 


See Landslide for Hobbs 


WICHITA—Commissioner Hobbs of 
Kansas is headed for a landslide in the 
November election, at which he seeks 
reelection for his seventh term, if official 
figures of the August primary election 
are any indication, as the commissioner, 
a Republican, received 185,105 votes 
compared with 86,260 received by Frank 
Dejaegher, the Democratic nominee. 
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seven months of 1939 in ordinary paid- 
for business. The gain of insurance in 
force for the first seven months this year 
exceeds the gain made last year by 89 
percent. 

“This bespeaks but one thing, the 
splendid agency organization of the life 
department,” he said. “It represents 
the accomplishment of men who have 
ambition, ability and diligence; it repre- 
sents hard work day in and day out for 
a month, and even for a year at a time. 
It represents a record which is truly 
outstanding for any company of com- 
parable size in this country.” 

Mr. Miles commended the leaders of 
the agency force for their excellent work 
and called on each of the following to 


stand. Presidents ‘Club: Paul M. Ray, 
Tennessee, president; H. Grice Hunt, 
South Carolina, vice-president; W. G. 
Perkins, Washington, D. C.; E. O. Mar- 
tin, Tennessee; H. R. Going, South 
Carolina. 

Members of the Century Club called 
on were: Frank M. Hice, North ‘Caro- 
lina; Claude Minor, California; L. J. 
Skidmore, North Carolina; Fairley R. 
Guin, North Carolina; J. Mack Moss, 
Washington, D. C.; D. Ames Duggan, 
North Carolina; W. K. Peters, West 
Virginia; Walter F. Going, South Caro- 
lina: H. D. Laughridge, West Virginia; 
D. Brooks Chandler, Tennessee; Don T. 
Linkous, West Tirginia: Hammond 


Penney, Tennessee; Wilson N. Reedy, 


Texas; J. S. Knight, Mississippi: Dan 
W. Davis, South Carolina; Charles H. 
Garrison, South Carolina; (C. F. Dicken, 


West Virginia; J. A. Nichols, Georgia. 
Others were T. E. Boyle, Washington, 
D C.; C. O. Scott, Mississippi: John W. 
Morgan, Mississippi; John W. Mac- 
Dowell, South Carolina; Irby Bright, 
Tennessee; Bryan Alsup, Tennessee; E. 
H. Mueller, Milwaukee, Wis.: and 
Thomas Hopkins, Pittsburgh, Pa. 

A the banquet Tuesday evening Presi- 
dent R. J. Maclellan expressed his pride 
in the agency force. The eharacter of 
the men and the splendid class of busi- 
ness written. He predicted that this 
year the company would show the larg- 
est gain in premium income of any year 
in its history. He commented on the 
splendid cooperation between the agency 
force and the home office staff and the 
friendly interest in all connected with 
the company. 

Mr. Miles presented silver cups to H. 
Grice Hunt, president Century Club, 
who is the leading producer, and to 
Paul M. Ray, president Presidents Club, 
whose record shows the greatest per- 
sistency of business. 

James E. Gheen, professional philoso- 
pher and wit, was the speaker. 


Financing Is Debated 
By Fraternal Societies 


(CONTINUED FROM PAGE 16) 


agents formerly were commercial life 
company agents. 

President Frances Partridge of the 
N. F. C. welcomed the managers group. 


She commented on the practicality of 
field managers getting together to dis- 
cuss methods of improving the selling 
process. 

The most important subject before tle 
field managers was financing agents, 
which was discussed by N. K. Neprud, 
Lutheran Brotherhood, St. Paul. 

W. E. Wright, A. O. U. W. of North 
Dakota, presided as president, assisted 
by Louis T. Duffy, vice-president, and 
John E. Little, secretary-treasurer, ac- 
tuary Maccabees. 


R. T. Arrington, manager of the ac- 
tuarial department of the Life of Vir- 
ginia and G. W. Diggs, Richmond gen- 
eral agent of the Penn Mutual, have 
been named on the executive committee 
of Willkie Democratic Club of that city. 


Fraternalists Hold Big Gathering 


(CONTINUED FROM PAGE 1) 





cut, president Nationa! Association of 
Insurance pe ge gs Lge Pink, 
New York, and by Col. Robbins, 
manager and general patina L ife b’resi- 
dents Association, and Dr. B. F. Black, 
Maccabees, president Canadian Fraternal 
Association. All stressed the threat to 
democracy represented by totalitarian 
war and thought and the fraternalists’ 
responsibilities to continue and enlarge 
their Americanism activities. 

Mr. Gontrum said his department is 
watching closely to curtail operations of 


pseudo-fraternals. Mr. Blackall said 
fraternalism is in a_ transition period. 
Most of the fraternals are very well 


managed, he added. There is a heavy 
responsibility on society officials to 
maintain a sound institution, for life in- 
surance policyholders often lose greatly 
in a failure. This duty is increased by 


the fact that a commissioner may not 
say a fraternal society must be taken 
over becouse of financial difficulties, 


whereas he has this control over other 
types of insurance companies. : 

V. P. Whitsitt said the Life Presi- 
dents and N. F. C. are traveling parallel 
roads and expressed hope the congress 
would be represented at the Life Presi- 
dents’ next annual meeting. Dr. Black 
gees the war threat of unifying Canada 
and the United States into one people. 

H. J. Johnson, president, Institute of 
Life Insurance; Commissioners Tag- 
gart of Pennsylvania and Swain of Dela- 
ware were delayed and unable to appear 


at the first session. Others extending 
greetings were Mayor Jackson, Balti- 
more, and Lola E. Coles, president 


Marvland-D. of C. Fraternal Congress. 


Continue Persistency Study 


Faced for about 23 years with a grad- 
ual decrease of insurance in force, the 
fraternals now are preparing to attack 
this problem vigorously, it was made 
evident here. An important problem 
facing the societies is modernization 
of their selling machinery, but tied in 
with this is the necessity of finding some 
way of conserving business when it is 
written. An important persistency 
study, discussion of which occupied the 
presidents’ section for an entire after- 
noon, is the first definite step in this 
direction. This study was initiated by 
O. E. Aleshire, president Modern 
Woodmen, president of the section, at 
the widwinter meeting in Chicago last 
February, and was carried on by a 
special committee headed by J. C. Phil- 
lips, assistant to the president Modern 
Woodmen, who reported here on the 
survey conducted by the committee. 
The study as yet is not conclusive and 
will be continued. 

Walter C. Below, president Fidelity 
Life, Fulton, Ill., was elected president 
of the presidents’ section, succeeding 
‘Mr. Aleshire. Other new officers are: 
First vice-president, Francis Taptich, 
president United Societies of the Greek 
Catholic Religion, Pittsburgh; second 
vice-president, Mrs. Grace McCurdy, 
head of Royal Neighbors, Rock Island, 
Ill., and secretary, N. J. Williams, pres- 
ident Equitable Reserve, Neenah, Wis. 

Dale R. Schilling, fraternal editor THE 
NATIONAL UNDERWRITER, talked. 

Tuesday was devoted to the annual 
meeting of the sections. Henrietta 
Snider of the Virginia Fraternal Con- 
gress was elected president of the state 
congresses section; John Foley, Cali- 
fornia congress, vice-president; Bruce 
R. Meixel, Philadelphia, Pennsylvania 
congress, secretary. Members of the 
executive committee elected are: J. B. 
Baker, Detroit, Maccabees, retiring pres- 
ident; Mrs. Eva Huskey, Texas con- 
gress; Paul J. Leyhe, Aid Association 
for Lutherans, Missouri congress; T. 
E. Newton, North Carolina congress, 
and J. Fogarty, Washington congress. 
N. J. Williams, O. E. Aleshire, Alex. O. 
Benz, and C. L. Biggs, Maccabees, ad- 
dressed the section, discussing the bene- 
fits to be derived from state congresses’ 
work. 

The law section elected W. C. Braden, 


assistant general attorney Woodmen of 
the World, Omaha, as president, suc- 
ceeding W. W. Kummings, general 
counsel Ben Hur Life, Crawfordsville, 
Ind. Other officers are: Vice-president, 


Perrin, general counsel Mod- 


secretary, R. 


George G. 


ern Woodmen; and ; 
Allen, general counsel Standard Life, 
lopeka,, reelected. 
Canadian Tax Legislation 

The section discussed the new Cana- 
dian tax legislation which takes 5 per- 
cent of the income from investments 


when they are securities payable in for- 
eign exchange that is at a premium to 
Canadian exchange. This was explained 
by Norman Sommerville, general coun- 
sel Independent Order of Foresters, 
loronto. 

State Fraternal Congresses 

State fraternal congresses are a great 
aid in carrying out work of the frater- 
nal life insurance institution, especially 
because they serve well as local contact 
media, O. k. Aleshire, president Modern 
Wooamen, president N. fF. C. presidents 
section, told the State Congresses sec- 
tion. — would be most useful, he 
argued, a uniform theme or program 
were pia ek nationwide and then the 
state congresses’ programs were built 
around this. 

There should be a close linking, but 
state congresses really are subsidiary lo 
the nationat congress, he said. They 
should always be ready and willing to 
carry out the judgment and wishes of 
the parent body in regard to dealing 
with desired or harmful legislation, and 
should be slow to initiate legislation in 
their . states unless approved by 
the N. F. 

He pele especially for the uniform 
fraternal code, which he said is very 
much needed in most of the states. 
Closer cooperation throughout the insti- 
tution is needed. The societies, Mr. Ale- 
shire said, are not in competition, but 
are friends. Active wholesome fraternai 


Gives N. F.C. Report 











FARRELL 
Secretary-Manager 


FOSTER F. 


Foster F. Farrell, executive secretary- 
manager, National Fraternal Congress, 
Chicage, rendered his report at the an- 
nual meeting held this week in Balti- 
more. The activities of the executive 
office have greatly increased, an impor- 
tant work being the digesting and bul- 
letining to menabers of bills filed in 
Congress and the legislatures, and also 
departmental rulings and interpretations 
affecting life insurance in general and 
fraternal societies especially. Mr. Far- 
rell has brought the operations of the 
head office to a state of high efficiency 
and usefulness to member societies. 


cooperation would be very profitable to 
all societies. Closer contacts and co- 
operation with insurance departments is 
desirable, and the state congresses can 
assist to this end. 

Farrar Newberry, secretary Wood- 
men of the World, Omaha, was elected 
president of the secretaries’ section, 
succeeding Mrs. Mamie E. Long, sec- 
retary Woodmen Circle. Other new 
officers are: Vice-president Thomas R. 
P. Gibb, Order of Scottish Clans, Bos- 
ton; secretary, Miss Anna E. Phelan, 
Women’s Catholic Order of Foresters, 
Chicago; Executive committee: Mrs. 
Long, John F. Lang, Independent Or- 
ders of Foresters; Miss Bertha C. Mc- 
— Ladies Catholic Benevolent, Erie, 
vals 





PRESS GROUP ELECTS 





Mrs. Kate K. Miller, editor Woodmen 
of the World, Omaho, was elected 
president of the press section, succeed- 
ing J. G. Daly, United Commercial 
Travelers, Columbus, O. Other new 
officers are: Vice- president, Henry R. 
Freitag, director of publicity Modern 
Woodmen; secretary, Mrs. Mary A. 
Baird, Woman's Benefit, Port Huron, 
Mich.; Directors: Mrs. Myrtle E. 
Schoessel, Royal Neighbors; Ross Cal- 
lahan, Ladies Catholic Benevolent. 

James D. Reeder, actuary Aid 
ciation for Lutherans, was elected presi- 
dent of the Fraternal Actuarial Asso- 
ciation. He succeeds E. H. Nicholson, 
New York, Joseph Froggatt & Co. 
Other new officers are: Vice-presi- 
dent, I. W. Smith, actuary A. O. U. W. 
of North Dakota; secretary, Eugene H. 


Asso- 


Pakes, actuary Woodmen Circle, re- 
elected; librarian, Miss Frances D. 
-artridge, secretary Woman‘s Benefit, 


retiring N. F. C. president; editor, R. 
D. Taylor, consulting actuary Cedar 
Rapids, Ia., and treasurer, W. T. Eld- 
ridge, consulting actuary Cambridge, 
Mass. The council elected includes 
Mr. Nicholson, D. D. Macken, actuary 
W. O. W., Omaha; Joseph Reault, 
Maccabees, Detroit, and Harmon Tay- 
lor, Cedar Rapids. Mr. Smith gave a 
paper presenting the experience of 
AGO: W. of North Dakota on more 
than 10, 000 accident claims over a pe- 
riod of 20 years. 


Destruction of Office Records 


Frank J. Gadient, actuary Modern 
Woodmen, discussed destruction of of- 
fice records. Many records are kept be- 
cause of their possible future usefulness, 
he said, whereas it is surprising how few 
records really are necessary to the con- 
duct of the business. When records are 
destroyed, he commented, it is advisable 
to have the individual destroying the 
record prepare an affidavit as to this 
fact, as this might later be useful in 
court. This avoids an impression the 
record is being withheld. Mr. Gadient 
gave a suggested program for retention 
of old records. 





VISIT JOHNS HOPKINS 





The medical section, which inspected 
Johns Hopkins Hospital Tuesday morn- 
ing and heard adresses by prominent 
staff members, held its annual meeting 
in the afternoon, electing Dr. H. B. 
Kennedy, chief medical examiner W. 
O. W., Omaha, as president, succeeding 
Dr. W. G. McLaughry, chief medical 
examiner Protected Home Circle. Other 
new officers are: First vice-president, 


Dr. M. M. Wickware, Gleaner Life; 
second vice-president, J..A.. Dahl, 
Bi Oc U. of Minnesota; secretary, 


Dr. Tracy H. Clark, Chicago, reelected. 

The committee on security valuations, 
under W. C. Braden, W. O. W., Omaha, 
ee chairman succeeding the late 
Ns Abrahams, Security Benefit, con- 
Dag a ruling of the New York de- 
partment puttting municipal bonds on 
the same valuation basis as corporate 
securities, with market value set as the 
date of exchange. The societies have 
taken this up with the department and 
have invited it to send a representative 
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to confer on the question. The societies 
hope to put such securities in at par, 
amortizing and thus making it possible 
to secure the advantage of future values. 

Edward King, secretary and _ treas- 
urer Hooper-Holmes Bureau, speaking 
on fraternalism, risk selection and the 
commercial report, said that despite the 


added safeguard in selection of risks 
which the lodge system gives, fraternal 


societies find it essential to use the cus- 
tomary safeguards to selection, includ- 
ing the commercial report. He pointed 
out that many insurers require an in- 
spection on every risk submitted, with- 
out exception. In the case of medically 
examined business this is an important 
and extremely helpful safeguard while 
in the case of non-medical insurance it 
is a decided necessity. he said. 

“The inspection might be said to be 
the medical examination of the non- 
medical applicant.” he said. 

Mr. King quoted a number of author- 
ities on the subject of risk selection and 
the use of commercial reports. 

A. C. Palmer, director educational 
division Insurance R. & R. Service, re- 
ported on the fraternal sales training 
course. He stressed the importance of 
supervision in the sales training course, 
saying that merely placing the course 
in the hands of field workers is no more 
the solution to the education problem 
than would be the placing of an algebra 
text-book in the hands of a high school 
student. He recommended that every 
society desiring better trained field 
workers and favoring the fraternal sales 
training course set some simple plan 
by which every course placed in the 
hands of field workers will be studied 
in an organized way and reports of 
their studies made to the proper super- 
vising official. 

Mr. Palmer said that a total of 116 
candidates have taken the original ex- 
aminations since awarding the F. I. C. 
degree was set up. Of this number 80 
candidates passed the examinations suc- 
cessfully and received their degrees. Of 
the 36 that failed, 20 have taken supple- 
mental examinations and 16 have passed. 


OPEN CONTRACT 








James Mann Miller, Chicago, counsel 
Woman’s Benefit, gave a talk on “The 
Open Contract” in the general session 
Wednesday. He argued that this form 
permits members through elected repre- 
sentatives to meet the constantly arising 
problems which confront them. Thus, 
they can take appropriate action relating 
to investment of reserve funds, types of 
contracts to be issued and rates charged 
therefor, bases of reserves, levy of ad 
ditional rates or special assessments in 
time of need, etc. The open contract 
enables the group to make changes for 
the benefit of the group as a whole. Each 
member participates in the changes, 
shares the benefits and bears his propor- 
tionate share of the losses, Mr. Miller 
said. 

He said those who contend a frater- 
nal society should operate with a closed 
certificate form for its insurance bene- 
fits, certainly would not deny either the 
necessity or right of the membership to 
make changes relating to other features 
of the society, any more than they would 
deny the right to the people of the 
United States to make changes in the 
federal, state, or local governments if 
such changes were deemed necessary. 
The fraternals were founded on the ba- 
sis of mutuality, he said, and if they 
are to continue as mutual organizations 
for the mutual benefit of members, with 
members participating and having a 
voice in affairs, the mutuality must be 
an entire one and must include the open 
contract. Mr. Miller pointed out that 
even the closed contract, which ordi- 
narily is looked upon as permanent and 
unbreakable, can be changed under cer- 
tain circumstances. 


Think in Terms of Life 


_ The fraternal societies are thinking 
in terms of life and not of death, Miss 
Frances D. Partridge, Women’s Bene- 

t, N. F. C. president, said in a radio 


address Tuesday over station WFBR, 
Baltimore. They are seeking to train 


the young people to carry small amounts 
of insurance protection at first and then 
to increase these amounts as the earn- 
ing power advances. They have had 
a philanthropic mission as well since 
1868, doing much welfare work and 
teaching fellowship, patriotism and 
charity. 

“Insurance is a blessing, not a bur- 
den,” she said. “It adds no liability, but 
rather a new asset to life. It means 
more saving—less spending; it isn’t 
owing more money; its owning more 
money. It puts life into the tomorrows.” 
She especially mentioned the 10 wom- 
en’s societies in the N. F. C. which in- 
sure and are managed by women, hav- 
ing more than 1,222,000 ‘members, over 
$798,000,000 insurance in force and 
about $225,000,000 assets. Last year 
these societies, she said, paid out more 
than $13,500,000 benefits. 


Fraternal Week More Popular 


In her annual address, Miss Partridge 
noted the fine work done in preparation 
of a uniform fraternal insurance code 
which was submitted to the commission- 
ers for consideration. National Fra- 
ternal Life Insurance Week apparently 
is growing in favor, she said. The ex- 
ecutive headquarters in Chicago is 
proving more useful to members under 


the direction of Foster F. Farrell, ex- 
ecutive secretary-manager. Mr. Far- 
rell, she said, has developed this into 


a real service to congress societies and 
has made many contacts with commis- 
sioners, department officials and others. 


PINK TALKS 


Saying that there is still much to be 
done in bringing the smaller and 
weaker fraternals to actuarial soundness, 
Superintendent Pink of New York 
praised the societies and the National 
Fraternal Congress for what they have 
done in this direction. 

“The supervision of the state depart- 
ments should be expended to many fra- 
ternals which are now practically with- 
out guidance or control,” he declared. 
“The high place of leadership and au- 
thority which the National Fraternal 
Congress has won should be used in 
encouraging weaker organizations to 
adopt sound methods with adequate dues 
and charges.” 

The spirit of fraternalism can be a 
potent force against the fifth column. 
he said, for the greatest danger from 
that source is not hired foreign agents 
but from frustrated citizens who lean to 
any change which they think will help 
them personally. Propaganda which 
is hostile to and contemptuous of hu- 
man dignity and human kindness can 
be overcome by preaching and practic- 
ing ‘fraternity’ with fervor and with 
zeal.” 








Salvage Important Phase 


J. H. Schisler, assistant manager and 
attorney Fidelity & Deposit, spoke on 
fidelity coverage, with a special reference 
to the bonds carried by fraternal so- 
cieties. The salvaging of fidelity losses 
is one of the most important phases of 
this business, he said, being important 
to the surety company from the stand- 
point of profit and loss, and to the fra- 
ternal society, since it affects the pre- 
mium rate charged. Salv age lowers the 
loss ratio and thus permits the under- 
writer to reduce the premium cost. The 
moral effect of putting the ultimate loss 
where it belongs is good. 

Mr. Schisler said salvage results in 
connection with bonds written for in- 
stitutions such as fraternal societies have 
not been as satisfactory as they might 
be, one reason being the surety com- 
panies do not always get wholehearted 
cooperation from the societies in salvag- 
ing a loss. There seems to be a desire 
to continue a defaulter in good standing 
following discovery of his unfaithfulness 
and payment of loss on the bond. He 
cited the case of a well known society, 
one of whose local secretaries was 
bonded and who embezzled $4,500, 


which the F. & D. paid. This was a 
flagrant breach of trust and the F. & D. 
urged criminal prosecution. However, 
the society not only refused to prose- 
cute, but continued him district manager 
and increased his territory. Efforts of 
the F. & D. to collect from this official 
what he had stolen were unsuccessful. 
Another society, he said, reemployed an 
embezzling official at another location. 


Vested Interest Discussed 


Fred A. Service, supreme solicitor 
Protected Home Circle, covered the 
question whether a beneficiary under the 
fraternal benefit certificate can obtain a 
vested interest therein. He said it is 
the generally accepted doctrine in most 
if not all the states that where right to 
change beneficiary is reserved in the cer- 
tificate or by-laws, the beneficiary has 
no vested interest in a certificate prior 
to death of the insured member, but 
only an expectancy which may be 
changed or divested during the life of 
the member without notice to or consent 
of the beneficiary. This rule, however, 
is subject to many exceptions, fact and 
circumstance which may create such 
vested interest. 


Seaboard Life Holds Conference 


With about 125 attendance is the an- 
nual Waldemar encampment of the Sea- 
board Life of Houston was held this 
week near Kerrville. Sales clinics were 
conducted by B. N. Woodson, Sales Re- 
search Bureau, assisted by Davis Faulk- 
ner, vice-president and agency director 
of the Seaboard. Other speakers sched- 
uled were Col. J. W. Evans, Houston, 
vice-president United States Chamber of 
Commerce and a director of the Sea- 
board; Dr. C. C. Green, chief surgeon 
Southern Pacific Railroad; Dr. T. W. 
Currie, president Austin Theological 
Seminary; Dr. M. L. Graves, vice-presi- 
dent and medical director of the com- 
pany, and Jul B. Baumann, president 
Texas Association of Life Underwriters. 


Republic National Appointments 


Agency appointments announced by 
the Republic National Life of Dallas are: 
Lynn H. Tenney, supervisor in El Paso; 
Perry M. Brown, Jr., general agent in 
Texarkana; Paul E. Knopp, general 
agent at Corpus Christi. 


Publishes New Agency Magazine 

American Mutual Life has replaced 
“Cornerstone,’ former agency maga- 
zine, with a new publication called “The 
American Eagle.” The first issue ap- 
peared in July with a sales supplement 
and succeeds its forerunner, which ran 
for 42 months. The new publication 
gets its title from the emblem of the 
company. 


O'Mahoney to Address Bar Group 


Senator O’Mahoney of Wyoming, 
chairman of the TNEC, which has been 
investigating the life insurance business, 
is scheduled to address the general ses- 
sion of the American Bar Association 
the week of Sept. 9 in Philadelphia on 
federal regulation of insurance. 

Superintendent Pink of the New York 
department and Reuben Clark, Salt 
Lake City, a leader in the Mormon 
church, will also discuss federal regula- 
tion. Mr. Clark made quite an impres- 
sion by his address at last year’s Life 
Presidents Association gathering. 

The symposium on federal supervi- 
sion of insurance is sponsored by the 
insurance section of the American Bar 
Association. 


Carl I. Palm, Omaha insurance man, 
vice-president of the National Thrift of 
Omaha, until it was taken over by the 
Republic National Life of Dallas, two 
years ago, was found dead in his car in 
a park at Burlington, Ia. From June, 
1938, until February of he was general 
agent of the Republic National. 


Time is the insurance man’s capital— 
waste of time is a capital waste. 

Spend more time at the desk of well- 
selected buyers. 


RECORDS 


Kansas City Life—W. E. Bixby, pres- 
ident, on his birthday was presented 640 
applications for a volume of $1,507,000. 
Production in August was dedicated to 
Mr. and for 





Bixby his birthday there 
Was an extra spetial spurt. July busi- 
ness was 25 percent ahead of July, 1939. 


Each of the first seven months of this 
year showed a gain as compared with 
the corresponding month of 1939. 
Minnesota Mutual Life—Assets this 
month passed the $50,000,000 mark. In- 
surance in force has surpassed 234 mil- 
lions, the amount added during the first 
six months of this year having been $4,- 


104,027. New paid. business during the 
period was $15,310,560, 12 percent 
greater than for the same period last 


year. 





Son Movement Stimulated 





evidence 
that the “father and son” movement in 
life insurance circles in Los Angeles is 
on a permanent basis was shown a few 
days ago when C. G. Shepard, son of 
W. T. Shepard, general agent of the 
Lincoln National Life, was host to the 
other members of the “son” group, at 
a barbecue dinner held at his home, with 
his parents as special guests. 

Fourteen sons and their wives par- 
took of the feast. 


Gray to New England Mutual 

ST. LOUIS-—W. A. Gray will become 
agency supervisor of the general agency 
of the New England Mutual Life here 
under Frank M. See, general agent. 
_ Mr. Gray has been in the life business 
for more than 20 years. For a number 
of years he was agent for the Equitable 
Society. Later he became manager for 
the Guardian Life. For several years 
he has been an independent broker. Sev- 
eral years ago he wrote $3,600,000 on a 
prominent business executive. 


Becker Candidate for Commissioner 

SEATTLE, WASH —Fred C. 
Becker, Seattle life agent, has filed his 
candidacy for insurance commissioner 
on the Republican ticket. Mr. Becker's 
platform calls for: conscientious admia- 
istration of the Washington insurance 
code, strict enforcement of the agents’ 
qualification law to protect the public 
against unscrupulous and unfit agents; 
and the elimination of waste and inefti- 
ciency in the insurance department. He 
promises prompt action against “twist- 
ers, rebaters and chiselers.” 

Mr. Becker is a former trustee 
vice-president of the Seattle Life 
derwriters Association. 

The Seattle Life Managers Associa- 
tion has endorsed Mr. Becker as being 
the best qualified candidate on the Re- 
publican ticket and he is supported by 


and 


Un- 


members of the Insurance Agents 
League of Washington. 
Albany Appointment Made 

Newest appointment to the general 


agency force of the United States Life 

A. D. D. Associates, Inc., with head- 
poker at 75 State street, Albany, N. Y. 
A. D. Dozois is president, and Craig 
Thorn, secretary and treasurer. A. D. D. 
Associates, with a staff of 136 agents, 
will operate in Albany and environs. 

Mr. Dozois has been active in the 
surance business since 1910. He was 
associate manager of the Travelers’ Al- 
bany office from 1918 to 1924, when he 
established his own agency, Arthur D. 
Dozois, Inc., through which he will con- 
tinue to represent the Massachusetts In- 
demnity of Boston. 

Mr. Thorn started his insurance career 
with the John Hancock in 1909 and con- 
tinued with that company until 1938. 
For the past two years he has served as 
life department manager of Albany As- 
sociates, Inc., and the Great Northern 
Associates, Inc. He joined Mr. Dozois 
in June of this year. 


in- 
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Astute Timing Marks Release of SEC-WPA Study 


(CONTINUED FROM PAGE 3) 





tively fewer breadwinners were insured 
than other members of the families. 
Endowment forms accounted for 42.2 
percent of the premiums paid for indus- 
trial insurance, while 55.8 percent of in- 
dustrial endowment policies were issued 
on the lives of children under 10 years 
old; and 24.8 percent of all industrial en- 
dowment policies were issued on the 
lives of infants less than two years old. 


Forbidden to Give Advice 


According to the release, enumerators 
were specifically instructed not to give 
advice to persons interviewed on the 
wisdom or adequacy of their insurance 
holdings. The release states 

“It was also made clear in the instruc- 
tions that the survey was being con- 
ducted solely for the purpose of deter- 
mining the facts relating to the holders 
of life insurance; that it was not an at- 
tack on the life insurance business nor 
was any criticism intended of the poli- 
cies or the practices of any insurance 
company. Enumerators were instructed 
that they ‘must not convey the impres- 
sion that either they or those conduct- 
ing the survey look with disapproval on 
any company or on any kind of insur- 
ance or on any amount of insurance held 
by individuals.’ ” 

The report has been accepted by the 
TNEC to be printed as part of its offi- 
cial record. The release states that 
copies may be purchased within a few 
weeks from the superintendent of docu- 
ments, Washington, D. C 


LOW INCOME FAMILIES 


The release includes 
che ipter of the study. After pointing out 
that lite insurance should be sold and 
purchased in terms of the needs and in- 
come of the particular family and that 
for this reason the report presented its 
findings in terms of the family group 
rather than the individual, the chapter 
goes on to state: 

“In appraising the findings, therefore, 
one must keep in mind the character- 
istics of the typical family group whose 
insurance holdings are reported. The 
families are low income families. Of 
the 1,666 insured families, 1,360 received 
less than $600 a year per family member 
and as many as 38 percent received less 
than $300 a year per family member. 
Furthermore, a quarter of the families 
were receiving some form of public as- 
sistance. The size of the family groups 
and the occupations and nationalities of 
their members are varied. It may be 
said that these families are typical cf 
the mass of people living in the con- 
gested industrial communities of this 
country. Persons of this class have few 
luxuries and indeed their standard of 
living is so low that they are often actu- 
ally in need. 








the entire final 


Shows Desire for Security 


evident that among families in 
the densely populated industrial areas 
like those covered in the survey life 
insurance is purchased more generally 
than had previously been supposed. The 
amount of insurance in force in these 
families demonstrates their great desire 
for security. This is borne out by the 
fact that 92 percent of all families inter- 
viewed were either carrying insurance 
at the time or had done so in the past; 
there were over 10,000 policies in force 
in the 1, 666 insured families which rep- 
resented 78 percent of all families inter- 
viewed; and in insured families as many 
as 83 out of every 100 persons were in- 
sured for an average of $683 of insur- 
ance each. The average insured family 
spent 4.9 percent of its income for insur- 
with amounts spent 


“Tt is 


ance premiums 
ranging as high as 24 percent of income 
in the case of some families. Policy- 


holders were found to be of both sexes, 
every age, every occupation and to bear 
conceivable relation to the family 


every 
group. The extent to which children 
were insured and insurance carried on 


persons not living in the immediate fam 
ily gave indication of the widespread 
use of life insurance among these low 
income families. 

“Further evidence with respect to the 
social and economic importance of lite 
insurance was produced in the statistics 
which showed that life insurance is the 
principal and in many instances the only 
means of savings for these low income 
families. Of all the families interviewed 
as many as 66.1 percent used life insur- 
ance as the sole means of accumulating 
savings. 

Industrial Found to Predominate 


“It was found that industrial insur- 
ance is by far the most important form 
Ot insurance sold to the type ot family 
covered by this survey. Measured in 
terms of the number ot insured persons 
there were 79.41 percent who carried 
industrial insurance. In terms of the 
number of families insured over 85 per- 
cent carried industrial insurance. Seven 
hundred and one families carried no 
other form of insurance except industriai 
insurance. Of all the life insurance iu 
force four out of every five policies were 
iadieteial policies and such policies ac- 
counted for 49.6 percent of the toial 
amount of insurance in force. Sixty- 
four percent of the amount paid in pre- 
miums was paid as premiums on indus- 
trial policies. 

“Life insurance companies have a 
great social responsibility to provide 
their services as ethciently and equitably 
as possible. In addition there is a re- 
sponsibility which rests particulariy 
upon companies writing industrial in- 
surance. In view of the great reliance 
of the low income families upon this 
type of insurance, companies selling in- 
dustrial insurance have an obligation to 
see that these families are sold the kinds 
and amounts of protection best suited 
to their needs. In this type of family 
the amount which can be set aside for 
premiums is small and the great need 
of this group for better housing condi- 
tions, more food, better clothing and 
greater opportunities for education must 
be recognized. In this type of family, 
income is unusually subject to fluctua- 
tions and if too large a percentage of 
the family income has been allocated to 
insurance premiums, the result is likely 
to be lapse and loss of protection. 


“Ideal” Not Achieved 


This survey suggests that the indus- 
trial companies have fallen far short of 
achieving the ideal. In brief, a situation 
is disclosed which demonstrates as far 
as these 2,132 families are concerned that 
there is an overloading of policies in 
many families, that frequently a high 
percentage of the family income is being 


spent for insurance, that insurance cov- 


erage among the family members is un- 
evenly distributed, that expensive forms 
ot endowment and limited payment pol- 
icies have been placed in families when 
the needs of the policyholders could 
often be served better with a less expen- 
sive type of policy and that as a result 
of this unsound distribution and the 
changing economic circumstances of the 
policyholders there is much lapsing of 
policies. 

‘The high percentage which premi- 
ums bear to the total incomes of these 
families reveals other abuses prevalent 
in the distribution system. That low 
income families, where the average per 
family member income is in the neigh- 
borhood of $300, should be spending as 
much as 24 percent of that income for 
insurance premiums, is inexcusable and 
it is startling to realize that 9.59 percent 
of the non-relief families and 8.67 per- 
cent of the relief families spent 10 per- 
cent or more of their income upon in- 
surance premiums. 

Few “Entirely Satisfactory” 
“An examination of the insurance pro- 
grams of the 1,666 insured families dis- 


closed but very few cases which from 
the point of view of plan of policies, rel- 


distribution of coverage 
among various members of the family 
group were entirely satisfactory. This 
Is not to say that other cases do not ex- 
ist within this group which are free ot 
untavorable criticism from the point of 
view of a planned program. Occasion- 
ally the lack of insurability of certain 
members, religious considerations, or an 
unwillingness on the part of the policy- 
holder to follow recommendations which 
possibly were received from his 7 
may bave had some bearing and these 
facts cannot be weighed on the basis of 
the statistical information. The lack 
of adequate planning may be apigeed 
accounted for by the fact that 21.3 per- 
cent of the families are serviced by in- 
dustrial agents representing two or 
more companies; that 84 families carried 
more than 15 policies each at the same 
time, with numbers ranging as high as 
43 policies in the case of one family ; 
and that insurance is sold in a great var- 
iety of different combinations both as to 
classes and plans. 


MALADJUSTED CASES 


“The failure of the distributing system 
to give proper service to the insured is 
clearly demonstrated in the many fam- 
ilies where the breadwinner was inade- 
quately insured. The breadwinner who 
earns the principal income of the family 
is the person whose loss will be most 
keenly felt by the family. It is against 
the loss of this individual’s income that 
the family’s insurance program should 
be chiefly directed. In view of these 
considerations it was startling to find 
that in the insured families 11.58 percent 
of the chief breadwinners and 20.21 per- 
cent of the other breadwinners were not 
insured at all, and that from among 1,071 
families which carried industrial insur- 
ance there were 730 cases where the per- 
centage of premiums paid by the family 
for insurance on the life of the chief 
breadwinner was less than 50 percent of 
the total. 


Charges Maladjusted Cases 


“Such a tremendous preponderance 
of maladjusted cases was found that 
there can be no doubt that the distribut- 
ing mechanism for industrial insurance 
is defective. The overemphasis upon en- 
dowment and limited payment policies, 
particularly on the lives of children, the 
failure adequately to insure breadwin- 
ners, the great number of lapsed poli- 
cies found in many insured families num- 
bering as high as 35 policies in the case 
of one family interviewed, and the heavy 
sale of insurance to families on relief 
bear witness to the weaknesses in the 
system as it now exists. The matter is 
made far more serious by the ever- 
changing economic circumstances of low 
income families and the apparent ab- 
sence of any techniques for satisfactor- 
ily readjusting insurance programs in 
the light of these changing circum- 


” 


stances. 


ative cost and 








POSSIBLE “LEAK” EXPLANATION 


W ASHINGTON—Gratitude for fa- 
vorable publicity early in the TNEC’s 
investigations is the probable reason for 
the “leaks” by which the New York 
“Herald Tribune” has been permitted to 
print in advance of official release, sev- 
eral columns from the big general re- 
port which the Securities & Exchange 
Commission made to the TNEC on its 
life insurance investigation, according to 
a well informed source. No other pub- 
lication has been given access to the 
report. 

While the “Herald Tribune” is a vio- 
lently anti New Deal paper, N. P. Greg- 
ory, who wrote the material purporting 
to be based on the final report and who 
covered the TNEC hearings on life in- 
surance, did an accurate and sympathetic 
job of reporting on the TNEC’s early 
work at a time when many other papers 
were putting out stories that either were 


garbled or made interpretations which 
the TNEC did not like. 


Program Completed for 
Insurance Council Pow Wow 


(CONTINUED FROM PAGE 3) 

The evening of Sept. 5 there will be 
a dinner dance and the afternoon of 
Sept. 6, there will be a golf tournament 
at the Northfield Country Club. While 
the men are playing golf, a sail on the 
ocean has been arranged for the ladies 
and those who do not play golf. Those 
attending the convention will be present 
at the “Miss America Pageant” which 
will be in progress at Atlantic City at 
that time. On the afternoon of Sept. 
7, “Miss America,” the beauty queen 
for 1940, will be announced. 

O. D. Duncan of Duncan & Mount, 
New York City, attorneys for London 
Lloyds, who was scheduled to read a 
paper, had to decline owing to pressure 
of work on him and his office on account 
of the war. 


Canadian Life Agents Exempted 


TORONTO—It an insurance agent 
acts solely for one company, he will not 
now be liable to the excess profits tax 
applied on insurance agency business. 
An amendment to the act has been 
passed to this effect following represen- 
tations made by the Life Underwriters 
Association of Canada to the depart- 
ment of national revenue. 

Concern was evinced by association 
directors when the Dominion govern- 
ment advised that life agents fell under 
the terms of the act, which imposes a 
substantial tax on excess business prof- 
its. The question was as to the extent 
to which an insurance agent runs his 
own business as sole owner. The in- 
terpretation of the government as to the 
status of life insurance agents was that 
they were the proprietors of their life 
business and would be taxed on profits 
above their av erage earnings for 1936-39 
to the extent of 50 percent, perhaps 75 
percent. 

The agent coming under the insurance 
laws in seven of the nine Canadian prov- 
inces is unable to represent more than 
one company, in any case, and thus his 
position seems quite clear. 


Don’t forget that a man is not paid 
for having brains, but for using them. 


* * * 
Courage is a great asset; it helps you 
meet emergencies, overcome obstacles 
and surmount difficulties. 





Conventions 


Sept. 4-6—International Association of 
Insurance Counsel, Greenbrier Hotel, 
White Sulphur Springs, W. Va. 

Sept. 5-7—Institute of Home Office 
Underwriters, Lookout Inn, Lookout 
Mountain, Tenn. 

Sept. 5-7— Federation of Insurance 
Counsel, Traymore Hotel, Atlantic City. 

Sept. 3- 10—Insurance Advertising Con- 
ference, Haddon Hall, Atlantic City. 

Sept. 9-11—International Claim Asso- 
ciation, Broadmoor Hotel, Colorado 
Springs, Colo. 

Sept. 9-13—Insurance Section Amer- 
ican Bar Association, Bellevue-Stratford 
Hotel, Philadelphia. 

‘Sept. 23-27—National Association of 
Life ee Bellevue-Stratford, 
Philadelphia. 

Sept. 25-27—Life Office Management 
Association, Des Moines. 

Oct. 7-10—American Life Convention, 
Bdgewater Beach Hotel, Chicago. 

Oct. _14-16—Life Advertisers Associa- 
tion, Hotel Washington, Washington, 


a oF 

Oct. 29-31—Research Bureau-Life Of- 
ficers Association, Edgewater Beach Ho- 
tel, Chicago. 

Oct. 30-Nov. 1—Actuarial Society of 
America-American Institute of Actu- 
aries, — Hotel, White Sulphur 
Springs, W. Va. 

Dec. 2-4—National Association of In- 
surance Commissioners, Pennsylvania 
Hotel, New York Cty. 

Dec. 4—Institute of Life Insurance an- 





nual meeting, Waldorf Astoria, New 
York. 
Dec. 5-6—Life Presidents Association, 


Waldorf-Astoria, New York City. 
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The “Cream of the Business,” the Backbone 
of the Agency System, are Using the | | f 





The Chart below gives a picture of subscribers which are 
arranged an four groups. Since the better men tend to 
reply to a straw vote questionnaire, these figures may be 
off 2%, perhaps 5%; say they are off 10% if you want to, 
they still indicate that the best men in the business are 
using this Loose-leaf Monthly Selling Service. * 








Percentage Average 














of Total Produe- Average 
Subscribers tion Policy Age 
Group I 
Less than 
$100,000 15% $ 59,627 $2,332 36 
Group II ai§ 
$100,000 to ae 
$150,000 Ss | 26% 124,337 2,790 37 
Group Ill Fae 
$150,000 to 2s 
$250,000 -$ 36% 190,377 3,159 43 
Group IV ao 
Over 28 
$250,000 3 L 23% 289,783 7,109 41 
Averages $166,031 $3,84714 3914 








Length of Time in the Business 


15% have been in Life Insurance less than 2 years 
20% have been in Life Insurance 2 to 5 years 
23% have been in Life Insurance 5 to 10 years 
42% have been in Life Insurance 10 years and over 








ABCNT S SERVICE 


85% of Subscribers to This Service 
Have Been in the Business Two 
Years and Over and Average 
$197,000 of Paid-for Business 


HOW DO THESE “TOP” MEN USE THE SERVICE? 


(1) As a source of new selling ideas, (2) as a help in 
unusual cases, (3) as a Reference Work for general in- 
formation and (4) as a stimulator or personal motivator. 


DO NEW IDEAS LEAD TO AN IMMEDIATE PROFIT? 


The answer is emphatically “Yes”. More than five thou- 
sand subscribers have written at one time or another dur- 
ing the past two years and many state that they have closed 
at least one sale and others say that ideas taken from the 
Service have helped them to close 10, 20 and 30 cases. 

Excerpts from these enthusiastic statements have 
been printed in a booklet “Subscribers Say”. If you 
are now writing $100,000 or more, or if you are a 
Manager or Supervisor send a penny post card for this 
free booklet. 

Don’t deprive yourself of the Agent’s Service on the 
general proposition that no printed matter will help 
YOU ..... because it will, you know it will, and by 
their own words, it is now helping many of the best 
Agents, Supervisors and Managers in the business. 

GOOD men make GOOD money with GOOD ideas. 
Good NEW ideas will help YOU to make more money 
amet and make it easier. 





38% of subscribers are Managers, General Agents, Super- 
intendents, Supervisors or District Managers. These sub- 
scribers use the Service (1) in preparing for Agency 
Meetings, (2) training the new man, (3) directing the 
study of older men and (4) in answering questions, develop- 
ing sales talks, etc. Study Guides furnished with each 
subject make the Service easy to use . . . 3 volumes, 900 
pages, 14 subjects, brief, concise, indexed. 











SUBSCRIPTION RATE: $7.00 with order and $1.00 a month for eleven months, or 


$15.00 cash. Service guaranteed for 30 days. . 


. money returned if not satisfied. 


THE D. LCL. B. AGENT’S SERVICE 


420 EAST FOURTH STREET 


CINCINNATI, OHIO 














ABOVE: Members of the Robert R. 
Reno, Jr.. Agency of Equitable Society 
in Chicago are here shown at their re- 
cent conference at Lake Wawasee, Ind. 


At the annual 
meeting of the In- 
stitute of Home 
Office Underwrit- 
ers in Chatta- 
nooga, Tenn., Sept. 
5-7, President John 
L. Briggs, assistant 
secretary South- 
land Life, will pre- 
side. 


BELOW: This cartoon captioned “Tell 
Me Quickly, Why Did You Select Dr. 
Jones for This Tonsilectomy?” appeared 
in “Nylic Review” of New York Life. The 
artist is Laurence T. Dresser. The car- 
toon illustrates an article “How to Ac- 
quire Prestige” by M. H. Neale, agency 
director for Maine. Mr. Neale finds that 
successful insurance agents and success- 
ful doctors have at least one point in 
common; they both enjoy prestige in 
their communities. 


i 


The Murrell Brothers general agency of the Mutual Benefit Life in Los Angeles held a cruise on the yacht “Invader” 
to Catalina Island. T. G. Murrell is shown standing fourth from the left (in dark shorts, short sleeved white shirt) and 


W. L. Murrell is seated on the extreme right. 


Dont Brag about the One 
that Gof Away-Go Ger HIM 


From the Great Southern Life’s “Great Southerner:” 
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